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The ‘Hall of Fame 


This beautifully furnished and paneled room 
in the Illinois Life Building was planned solely 
for the comfort and entertainment of visiting 
agents and their wives. 


The frames in the right and left panels at 
the end of the room contain the Honor Rolls for 
the year 1922, the home-office-building year. 
The two pictures in the central panel are of Cal- 
vin Coolidge and Charles G. Dawes, each of 
whom spoke on August 5, 1922, at the Corner 
Stone Laying ceremonies. It was the first time 


that these two distinguished Americans made a 
public appearance together. 


The setting aside of the beautiful Hall of 
Fame for the use of the visiting members of the 
Illinois Life’s agency family is just another in- 
dication of the fact that this Company has not 
yet grown so big that the folks at the Home 
Office have lost that close personal relationship 
and friendship with the men in the field which 
is so much appreciated by that type of man who 
likes to feel that he is working with a company 
rather than for it, 


Illinois Life Insurance Company 
CHICAGO 


JAMES W.3STEVENS, Founder 
GREATEST ILLINOIS COMPANY 





Illinois Life Building, 1212 Lake Shore Drive 


The Illinois Life is the Dean of the Illinois Legal Reserve Life Insurance Companies 




















THE HATIORAL UNDERWRITER, Life Insurance Edition, Published Weekly by The Motions) | Underwriter Com- 


| — Ay 


ces of publication, 175 W. Jackson Blvd., Chicago, Ill. Twenty-eighth year 
6, 1924. $3.00 per year; 15 cents copy. 


at Chicago, Ill., under act of March 3, 1879. 


45. Thursday, 


Entered as second class matter, June 9, 1900, at post office 





We 








= 








The National Underwriter 


LIFE INSURANCE EDITION 


»X 


Twenty-Eighth Year No. 45 CHICAGO, CINCINNATI AND NEW YORK, THURSDAY, November 6, 1924 $3.00 Per Year, 15 Cents a Copy 
ec eee 


AETNA LIFE UPHOLDS Jponrrapeceicnpreget 'NEW POLICY OPPOSED 


REFLECTIONS FROM THE PITTSBURGH 
HALF-RATE POLICY || INSURANCE ADVERTISING CONFERENCE BY THE LIFE AGENTS 
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and its various departments. The agent 
of today realizes that his work is a pro- 
fession that accepts the value of life in- 
surance as an institution for the basis 
of all his activities. He chooses a par- 
ticular company in which he feels he 
may be able to function the best. It 
seems to us that these “Competitive” 
policies act as a deterrent—at least, that 
they do not help the progressive growth 
of this co-operative feeling, the benefi- 
cial results of which have been a dis- 
tinct gain to both companies and agents. 

The points which we raise against this 
form of policy are: 

1. That it is fundamentally a “Com- 
petitive” policy. We have had evidence 
already that it is being misused by some 
agents who disturb the minds of policy- 
holders having recently bought ordinary 
life contracts in companies not issuing 
them on the so-called half-rate-plan. 
The half-rate agents inform these 
policyholders that they have been 
charged too much for their insurance, 
thus confidence in standard policies is 
undermined. This policy is also being 
used to replace twenty payment life 
contracts as well as the existing ordi- 
nary ones. 


2. The ultimate effect from an under- 
writing standpoint—unless this policy is 
withdrawn by the few companies now 
issuing it—will be that all companies 


must duplicate it. In the few instances 
where a policyholder’s needs may be bet- 
ter served under this form of contract 


than under one with a whole life rate 
from the beginning, some form of con- 
vertible term insurance would give the 
same, if not better service to the poNcy- 
holder. The featuring of this policy to 
any great extent will gradually weaken 
the public confidence in the usual 
straight life and other standard forms 
It will have a tendency to put the in- 


state of mind re- 

value and purpose of life 
especially in its important 
of helning men build future re- 
funds which so many 
need but seldom have It will encour- 
age a man to think that term insurance 
is the right kind of policv; it will en- 
courage him to put off for five years 
somethine he might better do todav. In 
other words, it gets him into bad insur- 
ance habits Mariy of those insured 
under this policy. at the end of five 
years will look around for 
companies that will continue this low 
rate and for new issuances under a 
similar plan. There is a certain type of 
agent that will be glad to help in find- 


sured in the wrong 
garding the 
insurance 
province 
serves and old age 


naturally 


ing the companies. The underlying idea 
of the plan is, in our opinion, unsettling 
and unwholesome 
Commis«sion Payment Deferred 

3 Although the agent gets approxi- 
mately the same amount of commission 
over a period of nine vears. vet almost 
50 percent of his commission is deferred 
for five years It is doubtful if the 
average agent can make a living on this 
basis 

4 This policy will have a decidedly 


unfavorable and disturbing influence on 


all existing insurance 





5 The policies which all companies 
issue now are approximately on the 
same basis competition is fair. The 
ineuring after many years of 
education by both the company and 
agent, has learned to a great extent, to 
understand the primary differences be- 


policies, but when 
forms like this are put 
market the policyholder is 
fused—principally by confusion, or 
inderstanding of terms: he 


tween the cardinal 
“Competitive” 
on the con- 


rather, a mis 


Says “If I can buy a whole life policy 
with a half rate for a while. why buy 
a whole rate policy with whole rate 
from the beginning’ without inder 
standing that he is getting no better 
service and, in the long rur no lower 
rost than can he obtained from standard 
policies Tr fact as we have stated 
above, the cost is greater 

Your committee recommends that the 
companies issuing these policies be re- 
quested te withdraw ther and that 
such other companies as are consider 


® same form be requested 
arket We ex 
hope that. In the future 
carefully examine all pro 


ne iseuine tl 
not to put it upon the n 
press the eacl 


company will 


posed and new plans and consider 
whether or not they really belong to the 
“Competitive” class of contract—unde- 
sirable in our opinion, for reasons given 
above 
Resolutions Passed 

The New York Life Underwriters A 
anne iation passed these reece lut One 

Be It Resolved That we reenectfulls 


request the companies now issuing these 
policies to withdraw them: and we fur 





PLAN FOR CONVENTION 





FULL COMMITTEE IS NAMED 


CLASSIFIED ITS CLAIMS 


President Clegg of National Association | 


Gives Personnel for Kansas City 


Meeting 
PHILADELPHIA, PA., Nov. 5.— 
President John W. Clegg of the Na- 


Association of Life Underwriters 
announces the personnel of the 1925 
convention committee, which includes 
the president of the Kansas City Asso- 
ciation and the chairmen of the follow- 
ing committees, all addresses being Kan- 
sas City: 

Chairman ex-officio, A. E. Myers, of 
Mapes & Mvers, managers of the Phoe- 
nix Mutual Life, Sharp building. 

Registration, E. J. Montague, assistant 
sales manager, Business Men’s Assur- 
ance, Gates building. 

Entertainment, Sam C. Pearson, of 
Pearson & Larson, managers, North- 
western Mutual Life, Scarritt building. 


tional 


Reception, Charles L. Scott, manager, 
Massachusetts Mutual Life, Continental 
building. 

Hotels, George H. Forsee, special 
agent, Northwestern Mutual, Scarritt 
building. 

A. D. Bonnifield. manager, Union 


Central Life, Sharp building. 
Finance, J. P. Somerville, of 


}. >. 


E. M. Somerville. managers. Penn Mu- 
tual Life, Federal Reserve building. 
Transportation, Shannon Douglas, 


city representative, Aetna Life, Rialto 
building. 
Golf, Harold Sternberg, agent, 
Central, Sharp building. 
Program, A. C. Sweeney 
Mutual Benefit Life, R. A. Long 
ing. 
Attendance. 
Bankers Life. 
3anquet, W 
& Mill. 
Mutual Life, 


manager, 


build- 


Reed G. Hake, 
Ridge Arcade 
Frank Contrv. of Mill, 
managers, New Eng- 
New England build- 


manager, 
building. 


Contry 
land 
ing. 

President Clegg also anounced the 
additional personnel of the committee 
on os with trust somegue as 
F. W. Ganse of Boston and G. C. Wells 





of de York. The committees, other 
than those given last week, have not 
vet been named 

ther request that those companies which 
may be considering issuing policies of 
this general form will not put them on 
the market until such time as the two 
companies now issuing them shall have 
had opportunity to reach a decision as 
to their withdrawal; and we further re- 


future all 
member- 


spectfullyv 
companies 


request that in the 
represented in the 


ship of this association shall refrain 
from the issuance of any form of policy 
which is not absolutely beyond criticism 


as to inherent character, just and fair to 
all policyholders alike, and without spe 
ial inducements: and 

Resolved: That a copy of this memo 
randum and resolution be sent to the 
Association of Life Insurance Presidents 
the American Life Convention, the Life 
Agency Officers Association, and to euch 
life underwriters association throughout 
the United States with the request that 
lend their support to discourage the 
of such policies as are herein 
described: and 
That this ommittee be 
instructed to do any and 


they 


issuance 


Resolved 


ithorized and 


everything which, in their judgment 
seems necessary to have these policies 
withdrawn and to prevent the issuance 


of any similar policies by other com 
panies operating in the state of New 
York 


DETROIT 18 AGITATED 
DETROIT, MICH Nov. 5.—The 
committee of the Detroit Life 
Un derwriters Association was requested 
to investigate half-rate policies aoe un- 
der consideration by the New York 
sociation as outlined in an article in the 
last edition of Tue Nationat UNoper- 
WRITER and to report on this matter at 
the next meeting, as well as on an ad 
equate means of financing the organiza 


executive 


| for a total of $3,010,876. 


| which 


| ing machinery 
| considered of 


Union | 


SHOW TREND OF AUTO LOSSES 


Figures of Aetna Life on Last Ten 
Years Give Annual Experience and 
Show Relation of Causes 


The Aetna Life has tabulated its ex- 
perience on claims paid for accidents to 
automobile occupants and pedestrians, 
covering the past ten years. During this 
period the Aetna has paid 13,930 claims 
for accidents to automobile occupants 
This represents 
15 percent of all accident claims paid 
under the Aetna accident policies in 
number and 23.7 percent in amount. 
One unusual trend shown by the Aetna’s 
figures is in the percentage of automo- 
bile claims to the amount paid for all 
accidents. This percentage showed a 
steady increase from 1914 to 1921. How- 
ever, there was a slight reduction in 
1922 and a sharp reduction in 1923, 
is contrary to the general expe- 
rience. 

In the table of accidents by cause, it 
is surprising to note that the old time 
cranking still is in the lead in number. 
It is also surprising to note that the 
group of cranking, boarding or alight- 
ing, thrown against car or seat, repair- 
and burns or scalds, all 

infrequent occurrence, 


constituted over half of alk the claims. 
The figures shown by the Aetna as to 
annual experience and total experience 


by cause are as follows, tota! of disabil- 
ity and death being shown: 


Occupants 
% ofall 


Pedestrians 








10 year 
Total.. 15.1 $3 


,010,876.19 $185,591.31 


*Disability only. 


Cause of Claims 


Claims Amount 
Cranking 8.712 $ 328,834.81 
EE ss om a ares eid a ce 2,590 917,281.19 
Boarding or alight- 
Ml stvekes anne 1,517 131,294.58 
Thrown against car 
freee 599 56,440.12 


Thrown from car 
or overturned..... 1,82 
Asp hyxiation ‘ 1 
tepairing machinery 1,31 
Miscellaneous ...... 2,18 
Burns or scalds 18 


os 
to 


160,095.46 





i 
0 10. 094.53 


13,930 $3,010,876.19 


faces deficit on account of 


dues. 


tion which 
inadequate 
TO COME UP IN CHICAGO 

\t the annual meeting of the Chicago 
Life Underwriters Association this week, 
the matter of _— rate policies will be 
discussed. The matter came before the 
executive Pe Phos and it was decided 
that a presentation of the subject should 
be tmade to the body in order that some 
action might be taken. A number of 
the agency men are considerably aroused 
over the introduction of these policies 
Chey feel that there is danger of other 
companies adopting them from a com 


petitive standpoint. Some of the agents 
declare that the writing of such policies 
cuts down the agent’s commission and 


tendency to decrease his 
There is considerable 
these policies in Chi- 


will have a 
compensation 
sentiment 


Cage 


against 


Jefferson Standard Invades North 


The Jefferson Standard Life of Greens 
boro, N. C.,. will shortly develop the 
Ohio and Missouri fields thus joining 
the ranks of other southern companies 
which are looking northward for busi- 


ness, 


PLAN BIG CONFERENCE 


UNIQUE PROGRAM ARRANGED 
Guardian Life Is Giving Affair for All 
Its Men, Whether Qualified by 


Sales or Not 
PHILADELPHIA, PA., Nov. 5.— 
The Guardian Life will hold a tristate 


conference this Saturday at the Hotel 


Adelphia, Phil adelphia, open to all of 
the company’s representatives in Penn- 
svylvania, Maryland and New Jersey. 


The chief purpose is to provide an op- 
portunity for agents who have never 
qualified for a leaders’ club convention 
to meet together in a common-interest 
discussion of policies, methods and suc- 
cesses. 


To Have Unique Demonstrations 


The morning program is as follows: 


E. J. Cattell, representing the Philadel- 
phia Chamber of Commerce; “Selling 
the Business Man,” a sales demonstra- 


tion, said to be the first one on record 
in which a successful business man has 
consented to enact the role of life in- 
surance prospect, instead of an under- 
writer taking this part, the prospect 
being F. F. Mathers, a big coal dealer. 


president of the Kiwanis Club of Phil- 
adelphia. and the salesman, A. Paul Sha 
let, of the Mutual Life of New York, 


instructor of the life insurance class at 
the Philadelphia Y. M. C. A.: “Selling 
the Smaller Business,” M. E. Bay, of 
Newark. N. J.: followed by general dis- 


cussion; home office helps; “Why, 
Daddy, Why,” a life insurance poem by 
Miss B. Eisenstein of Philadelphia: 


“Salesmanship,” Prof. H. W. Hess, of 
the University of Pennsylvania. 


At the luncheon, the host will be E 


J. Berlet, Philadelphia manager for the 
Guardian, whose agency was virtually 
at the end of the company ’s production 


list when he took control over three 
years ago but is now in third place. 

The afternoon session the program 
will be as follows: “Increasing the Size 
of the Policy,” a discussion led by H. 
O. Snyder, Pittsburgh, Pa.; “Selling the 
Professional Man,” a sales demonstra- 
tion between Dr. Wilmer F. Krusen, di- 
rector of the Philadelphia Department af 
Health, prospect, and Charles F. Kunns, 
Baltimore, Md., salesman; “Special Life 
Income neem William F. Steck 
Jr., Williamsport, Pa.; “Heart of the Es- 
tate.” by Louis 1 tell a life insurance 
plavlet by members of the local agency 
staff, Miss M. B. Morton, Miss Ruth 
Brown, Jack Berlet. Jr., (son of Man- 
ager Berlet), Leo W. Fernback, Joseph 
Patrick and Mrs. J. E. Barrett: “Why 
the Guardian,” Tames A. McLain, assist- 
ant superintendent of agencies 


MEETING OF COMMISSIONERS 


Midyear Gathering of the State Insur- 
ance Superintendents Will Be Held 
in New York 


In compliance with the wishes of the 
majority of the insurance commissioners, 
the executive committee of the Insur- 
ance Commissioners Convention has 


selected the Astor hotel, New York 


city, as the place for the mid-year meet- 
ing. Various committees will meet Dec 
8. The regular meeting of the Insurance 


Commissioners Convention will be held 
Dec 9-10. W. N. Van Camp, commis 
sioner of South Dakota, is chairman 
of the executive committee and made 
the announcement this week 


Springfield Life Statement 


The Springfield Life of Illinois, the 
new mutual legal reserve company that 
was recently licensed to take over the 
business of the Court of Honor, a fra 
ternal, has issued its first financial state 
ment, showing assets $4,416,744; reserve 
$3,658,080; surplus $455,196. It took 
over approximately $80,000,000 business 
carried by the fraternal order 
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LIFE POLICY OF VALUE 
IN DOMESTIC RELATIONS 





Los Angeles Judge Gives Bench 
Viewpoint to Life Under- 
writers Association 


IS GREAT THRIFT BUILDER 
Believes Good Sized Policies Would 
Effect Reduction in Divorces 
and Broken Homes 


LOS ANGELES, CAL. Nov. 5.- 
Harry A. Hollzer, judge of the superior 
court of Los Angeles, delivered an ad 


dress at the meeting of the 


writers’ Association here last week 
which made so strong an appeal that a 
motion to have it printed for distribu 
tion among the members was enthus 


astically carried. Che subject ol Judge 
Hollzer’s speech was “How 


Domestic 


a Judge of 


Vic ws 


1 


the Court of 


T 3 
I ¢ 


Relations 
Insurance.” He said in part 


Are “Fellow-Underwriters” 


“I am here to speak t 
low-underwriter, because, 
engaged in an effort to u 
tare and happiness of our 


you as a Ife 


welt communit 
How many millions there are | do not 
know, but there are many million of 
people today in the United States wl 
carry lite insurance. On the other hand, 
statistics show that approximately halt 


m 

million of our adults in Am 
divorced persons Ihe nu 
separated couples in my judgment wo 
even be far greater than this appal 
gure were it not tor the institu 
lite insurance 

“To the young couple just starting out 
in married life the lesson of thrift is, next 


mutual concession and cooperation, 
the most important thing to be learned 
ind practiced I know of no surer 
method of inculcating the spirit and 
practice of thrift than through the me 
dinm of life insurance A life insurance 


policy 1s almost as essential as the mar 





riage ring itself. In fact, I wish it 
could be made a part of the wedding 
ceremony, tor that policy would ve a 
most powerful factor in keeping the 
ng where it belongs 
Is Anchor for Newlyweds 

Life insurance has sometimes been 
referred to as the balance wheel of 
modern lite. It is assuredly an anchor 

the windward for the young coupk 


together 
young people tro 


ibout to begin life 
only insures these 


catastrophe through bodily harm but 
ilso against financial troubles that are 
pt to befall any of us. It is a stabilize 
equally as secure as any bank account 
nd with advantages that the latter does 
t possess 
Just as crime altogether tox Ire 
ntly follows in the wake of povert 
i large proportion of divorces \ 


« traced to timancial troubles create 
ugh lack of thrift Failure the 
usband to save sufficiently tor the dark 
vs that may come at any time ngs 
ry not only to him but to the wits 
d tamily who have entrusted the 
iterial security in his hands \ well 
vritten policy of sufhcient size will 


illy counteract this menace 


Inspires Feeling of Confidence 


Chen, too, there ts that feelin 
that pohcyvholders have once 


stride ot 


lence 
vet into the 


With 


emiums wildcat schemes l 
bid speculation the Wite otter oses 

in the business ability ot her mate 
¢ imsurance, the most conservative 
| vet the most remunerative torm ot 
estment, readily obviates the dangers 
| pitfalls of the swindler and crooked 






PRESENT BOTH SIDES 


STILL FIGHT FOR CONTROL 


Opposing Interests in Continental Life 
of Delaware Define Position 
in Statements 


WILMINGTON, DEL 





connection with the contest for control 
of the stock of the Continental Life oi 
this city, Philip Burnet, pr nt of the 
company, in sett orth his side ot the 
for some time : 





matter says that‘ 








tain persons have been going trom one 
lite insurance com} to another ofter- 
g t sell a cont g@ interest 1 the 
stock Of this compar! pr led it i 
e gathered together y | ng it 
m our widely scattered stockholders 
Mr. Burnet’s statement es « to sa 
that the best way é S agita 
tion 1s for stockholders to pool their 
stock in a voting trust agreement 
Says Management Controls 40 Percent 
“Mr. Saulsbury is the record owner of 
about 5 percent of our stock, we 





understand that he and Mr. Cooper have 
options on 4 or 5 percent more, 
a total of about one-tenth of 
stock. Of the remaining nine-t 

larger ither own 


trolled or 





lar the 





present 


























agement In fact, we already have in 
hand under the voting trust agreement 
ore than 40 percent ol all the 
id there is enougl re 
t clear eve a do t 
ur will sl tiy be a tl w the 
past 
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BUSINESS “FLEW” IN 
APPLEBY MONTH SET RECORD 


Leader in Production Contest Carried 
Applications to Home Office 
in Airplane 


INNATI, O., Nov. 5 Applica 





VA el \ os | ] CAS id 
Rapids, Mich., dropp. Cincinnati 
or the last Fr wit | ca 
ns for about $100,000 new siness 
e ¢ i staged st suc 
es ; tec ’ was . g 
t l g 
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\f ont ae 
er r sing t ( 
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S sg the eve e€ 
S100 000 a pl itions ft the home 
fice « e last day of the drive, tur 
g thes er to Mr. Appleby pers 
ally 
The {) Nat | cl =¢ | ts October 
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\ \ le cele ited his 50t 
Oct er this we 1 P 
‘ ; 
‘ Ss ¢ ‘ va 
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SHOWS NECESSITY OF 
GENERAL ADVERTISING 


Points Out Value of Educating 
Public to 


Business 


Insurance 


HUMAN APPEAL IS NEEDED 


Financial Statements and Lists of Of- 
ficers Worthless Because They 
Do Not Interest People 


Edward A. Woods’ talk before 
the Insurance Advertising Con- 
ference on “Institutional Advertis- 
ing” made an immense hit. It 
impressed all who heard it. Mr. 
Woods is an incisive speaker, a 
clear analyst, and what he says 
always hits the mark. His ob- 
servations therefore are well worth 


rer 
while 
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New Policies 


New and appealing line of 


policies being written. 


Rates exceptionally attrac- 


tive. 


Unusual contracts to 


agents. 


Several splendid agencies 


open in Iowa. 


Write for information. 
LaMonte Cowles, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 


Burlingten, lowa 











ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 
Telephon. State 7298 


CHICAGO, ILL. 











A. GLOVER & CO 


* Consulting Actuaries 
Life Insurance Accountants 
Statisticians 


2m South Le Salle Street. Chicage 








HNE. HIGDON ( Actuaries & Examiners 
Jone Hncbon joss tees 











ANK J. HAIGHT 
CONSULTING 
ACTUARY 
£16-613 Hume-Mansur Bidg 
INDIANAPOLIS 
Hubbell Bidg. DES MOINES, IOWA 








DERIC S. WITHINGTON 

F CONSULTING ACTUARY 
948-948 Insurance Exchange Bidg 
Tel. Walnut 3761 DES MOINES, IA. 








J. McCOMB 
COUNSELOR AT LAW 
CONSULTING ACTUARY 

Premiums, Reserves, Surrender Val 


wes, otc. Calculated Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre 
pared. The Lew of Insurance # 
Specialty 

Colcord Bidg. OKLAHOMA CITY 








H. NITCHIE 
° ACTUARY 


1523 Association Bi 19 §. Le Salle Se 
Telephone State 4992 CHICAGO 











ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS MO 




















agent is to persuade the prospect to buy 
lite insurance, not life insurance neces- 
sarily in a particular company. The job 
of the revivalist is to persuade his hear- 
ers to join, not a particular church, but 
some church. The object of the national 
advertising campaign that Mr. Woods 
has in mind would be to get men to 
insure their lives, or to make it easier 
to the agents of all companies to insure 
them. 
The campaign that Mr. Woods pro- 
poses would build up favorable public 
opinion for life insurance just as favor- 
able public opinion has been built up 
for railroads and public utility corpora- 
tions, largely through national advertis- 
ing. Mr. Woods said that it is seldom 
' that a life insurance salesman is rebuffed 
by a prospect because the prospect is 
antagonistic to the company he repre 
sents but rather because the prospect is 
antagonistic to the whole idea of spend- 
ing money for life insurance It is 
against life insurance itself that the pros 
pect has set his mind, not against the 
individual agent or the individual com- 
pany 


Company Appeal Small 


Thus the national advertising cam- 
would change much of this hos- 


paign 





THE NATIONAL UNDERWRITER 


Such advertisements drive business away 
instead of attracting it. Readers are 
impressed only with the fact that the 
company advertising has a large list of 
high priced officials and has accumulated 
much money. Annual statements 
should be humanized and explained in 


too 


terms that people can understand, said 
Mr. Woods. 

Mr. Woods pointed to what has been 
done in the way of advertising by the 


financial institutions. He said that banks 
ind trust companies have per 
haps the best and most intelligent ad- 
vertisers today, though formerly the 
worst hey used to insert mystifving 
statements of figures and list all officers, 
advertisements of the type still used by 
many life companies Today the banks 


ire telling i advertisements why 


become 


thet 
the public can use the services of the 
bank and how 


People Want Insurance 


Mr. Woods said that last vear the hie 
companies of the United States sold 
SHO 000 000 000, of life msurance princi- 
pally because it was wanted. “It seems 
to me,” said Mr. Woods, “that the lite 
insurance salesmen of America are 
drunk vitl SuCcCeSS They are doit g 
what seemed to be a big business, and 
elieve that they are entitled to consider 
able redit What is there to brag 
about in the sale of $60,000,000,000 oft 
life insurance? The ticket agent or the 
ostage stamp clerk might just as well 
crow about business he has done I 
meat that a very large proportion ot 
this business last vear was written be 
cause the people of America wanted to 
aos 

Woefully Under-insured 

Our nation is woefully undet ured 
an be easily demonstrated I am 

g a book which I am going to 
publish before very long and which will 
e calles Social Background of Life 
surance. In this | am going to show 

\ t vast opportunities there are tor 
the extension of life insurance sales. 

‘ illustration, last year the fire com 
panies paid in claims 75 percent ot nd 


total fire loss ol 


the country Last year 
the lite companies paid in claims only 
Sand 4 total lite 


betwee! percent of the 
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! er ‘ ne spapers their annual 
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and embody figures that 


loss There are 140 kinds or more of 
roperty msurance Business men are 
otecting their property against every 
conceivable kind of lo but we have 
t commenced to devise way to pro 
tect uman Iife There is $200,000,000, 
O00 combustible property in the 
| ted State and about $85.000.000.000 
‘ re urance in torce Capital values 
the uman lives of this countt 1s 
one t ‘ and et there is onl e50 
000 O00 OOO of lite Insurance a one year > 
reas The total life insurance paid 
4920 did not even cover the shrinkawe 
‘ tes which occurred last year 
Organization Is Needed 
| nk of the fertilizing work that an 
expenditure of $3,000,000 for an adver 
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RULES FOR FULL CAPACITY PRODUCTION 


Vice-President S. W. Goss of the Security 
suggestions to agents as aid to securing the best results for closing busi- 


Life of Chicago gives some 


ness in November and December. He states that if his suggestions are 
followed conscientiously during the two months, success will come with- 
out fail. Here are the six suggestions that he makes: 

1 Assign yourself a weekly quota. Aim to have weekly quota written 
by Thursday night of each week 

2. A minimum of stx hours a day face to face with prospects. Mor 
than anything else, the amount of insurance a man writes depends on the 
number of hours he spends looking into the eyes of prospects 

3 \ minimum of ten calls a day. 

4. A minimum of five real interviews a da \ lite insurance sales 


interview is not talk about the weather, crop conditions or politics; it is 


an earnest statement of what life insurance will do tor the prospect with 
i downright effort to get his name on the application. 

5 \ minimum of one interview each day with a prospect not seer 
betore 

6. Work on daily program plat Spend trom 30 minutes to one hour 
ach evening planning vour work for the following day Before vou see 
1 prospect, know exactly why vou think he should buy insurance, the kind 
ind how much 

reader it? a thousand can understand. tising campaign would do Compara- 


tively the companies are spending noth- 
ing for life insurance advertising. Com 


panies with millions of assets spend 
from $3,000 to $5,000 for advertising. 
Why cannot this thing be stopped? 
There seéms to be no. organization 


through which this question can be 
taken up and definitely acted upon. Per 
sonally, I think that it is one of the 
shames of life insurance that there is 
organization representing all 
phases of the business. There are many 
life insurance organizations but no cen 
tral 


no one 


one 


SUIT ON WAR RISK POLICY 


Widow Seeks Test as to Whether Fail- 
ure to Name Her as Beneficiary 
Deprives Her of Benefits 


SAN ANTONIO, TEX., Nov. 4 
Will the fact ] } 


+ 


i¢ name 


failed 
her as a beneficiary in his wat 


that her husband 


risk insurance policy 


| deprive his widow 


and three children in any share of the 
proceeds therefrom? That is the ques 
tion Judge Duval West will have be 
tore him when the case of Mrs. Louise 
Wren vs. Mrs. Mattie B. Wren an 
Maj. Gen. John L. Hines, as director 
ot the United States Veterans Bureau 
comes to trial in the United States 
district court 

\lleging that she had been neglected 
when the policy was made out, and 
that a fraud had been perpetrated upon 
the government, the widow has sued 
the mother-in-law, named as beneficiary 
in the $10,000 policy, seeking to recover 


benefits trom the policy for herselt and 


three children Che plaintiff alleges that 
rivate Hovte L W re n, who died Nov 
13, 1918, was her husband and the tathe: 
of her three children, all of tender years 
For two vears prior to 1918 the wile had 
been in ignorance of her husband's 
whereabouts, she alleges Finally, she 
located him at Fort Leavenworth Hy 
had enlisted, she claims, with the rey 
resentation on his insurance policy that 


divorced and that he wa 
The mother 


beneficiary im. the 


his wite was 
the tather ot 
law 


one ¢ hild 
named the 


wis 
£10,000 policy 
Phe wite vant the pard tl 
mother-in-law by the war risk burea 
eturned to het She seeks also tl 
return of her marriage certificate al 
other evidence which he alleges he 


ubmitted to the war risk bureau in 


effort to obtain the insurances 


Cowles Made President 


Directors of the National Americat 
Life of Burlington, la., Insurance Con 
pany have tormally elected LaMonte 
Cowle vice-president, to the pre dency 
ot the compan following its reorgal 
ization rhe appointment of A. ¢ 
Savage, lormer state insurance comm 
sioner, as general manager ot the con 
pany as also ratified at this meeting 
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BANKERS LIFE INSURANCE COMPANY 
OF NEBRASKA 


Home Office: Lincoln, Nebraska 
Assets - - $24,000,000.00 


TWENTY PAYMENT LIFE POLICY 
iia aie i DEFERRED DIVIDEND 
Muskogee, Okla., February 7, 1924. 

Bankers Life Insurance Company, TWENTY YEAR SET TLEMENT 

Lincoln, Nebraska. Matured in the 

Gentlemen: Your State Agent, Mr. J. L. Wylie, has handed me your draft for OLD LINE BANKERS LIFE INSURANCE 
$1,820.30 in settlement of the cash value of my maturing policy No. 14583 in your com- COMPANY 
pany, twenty payment life. aft Lincoln, Nebraska 

I am very well pleased with this settlement since I have paid in $1,382.60 in twenty 


years; have had $2,500.00 protection for twenty years for nothing and now you pay me 
in cash $1,820.30, being $427.70 more than I have paid in. 


I wish I had taken $5,000.00 instead of $2,500.00 as I could greatly appreciate the Name of insured.......... James H. Shouse 


difference in settlement at this time. I want to say that I believe in insurance, having . 
taken out $20,000 additional insurance two years ago as an investment for my surplus PELE Tere Muskogee, Okla. 


earnings at that time. Amount of policy See éeesecetbcseds $2,500.00 
I will be glad to recommend your good company to any one needing protection. Total premiums paid ee ee 1,392.60 


Very truly yours, 
JAMES H. SHOUSE. SETTLEMENT 


Total cash paid Mr. Shouse....... $1,820.30 
And twenty years insurance for nothing. 











If interested consult one of our agents or write 
Old Line Bankers Life Insurance Co. of Nebraska, 14th and N Streets, Lincoln, Neb 

















Story of the INTER-SOUTHERN LIFE | 


A Seller’s Market 








Pe: 2 alla bee fs When nobody wants what you have to sell, you new one may be built, but the member of the family 
S ; aR naturally think that the supply is greater than the upon whom the family depends, is not covered with 
demand, and that you simply cannot make sales. If life insurance. If he is destroyed, the destruction is 
you were trying to sell flour to the housewife who complete and forever. Look about your neighbor- 
had just purchased a barrel of flour, you could prob- hood and see how many families are not supplied 
ably make no sale because that family is supplied with this, the greatest commodity of all times, and 
with flour. If the head of the family should suddenly you will readily say that the demand is greater than 
be taken away just after the purchase of the barrel the supply. If so it is not a seller's market but a 
of flour, it would last some considerable time, and buyer’s market. 
then the widow and orphans would be in the market Every business transaction in your community, and 
for more flour. There would be a demand then, if every birth and marriage, makes a new demand for 
there was the wherewith to buy. life insurance, and makes a buyer's market 
But the same family which is well supplied with If you are strong, healthy, happy and well quali- 
flour, has no life insurance, or, what amounts to the fied and are selecting a vocation, write to some good 
same thing, does not have enough. The residence is life insurance company today. 
covered with fire insurance. If it is destroyed, a This is our 
vT 
STATEMENT OF PROGRESS 
Total Reserve and 
Admitted Imeurence Surplus to 
Jan. 1 Assets im Force Policy holders 
Dt. iidegces Guaaewesie $ 326,508.78 $ 3,182,597.00 $ 271,952.37 
i ientihbeweeientkahuit 1,719,228.64 15,088,S8S.00 930,680.98 
eee ere 4,506,612.89 36,260,222.00 4,396, 139.55 
eS = Dt dhasudineah thus wene ee 4,664,170.30 37,000,000.00 4,542,696.10 
= : : St Gictndccvniudeteueues 4,820,779.76 37 ,8800,000.00 4,803,670.12 
INTER SOUTHERN LIFE BUILDING, Glee dinitaies aside - 5,494,297.54 45,569,851.00 5,336,694.08 
OWNED BY THE COMPANY ere a 6,143,069.31 $7,901,271.00 6,048, 953.52 
4S eee 6,873,447.4S $9,204,201.00 6,773,280.06 
lt ttgaktshineuadadans 7,371,27427 62,591,398.00 7,332,928.21 
Se shit 10,464,497 .66 88,S02,5638.00 10,391,747.71 
1924 (Sept.) . aor 11,100,080.00 94,500,000. 00 10,620, 000.00 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


Eighteenth Year JAMES R. DUFFIN, President LOUISVILLE, KENTUCKY 
IS A GOOD COMPANY 
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Your Satisfaction is the : 
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Reinsurance Lif 


H. A. HOPF & 
COMPANY 


MANAGEMENT ENGINEERS 








Specializing in Advisory Work for 
Insurance Companies 


Organization Equipment Standardization 
Methods Personnel Modern Office Planning 


Main Office—40 Rector St., New York 
Western Office—327 S. La Salle St., Chicago 

















Seven Years of Steady Progress 


The International Life and Trust now wants a representative in your 
district. It is an old line legal reserve company with a record to be proud of. 
To represent this dependable company is to represent a pillar of safety in the 
life insurance business. You are assured of a maximum degree of intelligent 
co-operation. Write us at once for an agency. We have the means of assur- 
ing you of a successful career in the life insurance business. 


International Life & Trust Company 
MOLINE, ILLINOIS 


J.0. LAUGMAN, President DR. ANDREW JOHNSON, Secretary and Medical Director 











THE OLD LINE 
CEDAR RAPIDS LIFE INSURANCE CO. 


A GOOD WESTERN COMPANY 


Jet Up-To-Date Policies Liberal Contracts 
lowa, South Dakota, Minnesota, Nebraska 








Incorporated 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY Policies from $1,000.00 to 
$50,000.00 with premiums payable annually, semi-annually or quarterly, 
and INDUSTRIAL Policies from $12.50 to $1,000.00 with premiums pay- 
able weekly. . 








JOHN G. WALKER, President 





NEW BULLETINS FOR 
ACCIDENT SALESMEN 





The National Underwriter Adds 
Another Link to Its List 
of Services 


IS ISSUED IN TWO PARTS 


One Section Will Be Devoted to Sales- 
manship and One to Analysis 
of Policies 


The first issue of the “Accident & 
Health Bulletins,” to be known as “The 
A. & H. Bulletins,” the new publication 
of THe NATIONAL UNDERWRITER, is now 
being sent out from the Cincinnati office 
to subscribers. This bulletin service is 
issued in two parts, a salesmanship sec- 
tion which for the present being 
mimeographed, but later will probably 
be printed, and a policy analysis section 
which is in printed form. 

The salesmanship section is mimeo- 
graphed on 82x11 sheets and the first 
issue contains over 20 pages of practical 
salesmanship information. There is the 
beginning of a thorough discussion on 
the subject of approaching a prospect, 
four pages of definite sales suggestions 
for making the approach and several 
pages devoted to the presentation of 
special selling plans which have been 
used with great success by solicitors in 
the field. 


is 


Practical Selling Material 


Pages in the salesmanship section in- 
clude several diagrams and illustrations 
which may be used directly with the 
prospect. In every issue of the bulle- 
tins, there will be not only practical infor- 
mation dealing with the mechanics of 
the sale but an equal or greater amount 
of material applying directly to accident 
and health insurance and designed to be 
used directly in soliciting work. 

The salesmanship section will furnish 
information, sales data and sales plans 
under the following general heads: Gen- 
eral information, agency training, com- 
mercial, monthly premium, group, 
weekly, limited policies, railrgad, non- 
cancellable. 

General Sales Section 


A great part of the salesmanship sec- 
tion, particularly in the beginning, will 
be taken up with. the salesmanship- 
general part applying to every kind of 
accident and health insurance. This 
part is divided into these sub-divisions: 
Personal efficiency and planning; pros- 
pects; the approach; the presentation; 
the principles of psychology as applied 
to salesmanship; answering objections; 
closing; sales plans, briefs and diagrams; 
letters. 

The first issue of the salesmanship 
section contains one reprint of an un 
usual newspaper clipping which has 
been used by agents in the field who 
have testified that it has aided them to 
sell several policies a day. There is also 
given in detailed form, a selling plan 
used in Washington, D. C. by every 
agent of Johnston & Adams, the largest 
writers of disability premiums in the 
national capital. 

Policy Analysis Section 
analysis 
printed 


The first issue of the policy 
section contains 330 pages of 
material, giving an analysis of the com 
mercial policies of 57 leading companies 
Each month new will be issued 
giving information on policies of addi 
tional companies and this analysis will 
include policies payable on the monthly 
and weekly payment plan so that eventu 
ally the section will place on the desk of 
accident and health men, all the data per 


sheets 


GIVING WIDER SERVICE 


ENLARGES CLAIM FACILITIES 


Pacific Mutual Life Opens 10 Branch 
Offices, in Addition to Los Angeles 
and Chicago 


The Pacific Mutual Life has enlarged 
its facilities for handling claims and has 
opened branch offices in ten of the 
strategic centers of the country, in addi- 
tion to the home office headquarters and 
the Chicago office, where the general 
claim representative is located. The 
entire country has been zoned and each 
of these branch offices will be centrally 
located for its zone. The work will be 
given direct home office supervision and 
will be under the direction of Robert R. 
Harrold, general claim representative, 
who will continue his headquarters in 
Chicago. Under the new system, which 
Mr. Harrold has been building for over 
a year, the company will be able to give 
immediate claim service in any part of 
the country. The plan has been in effect 
in i for a year and has 
proven gratifying, both in service to 
policyholders and saving to the com- 
pany. The present line-up of the com- 
pany, including the old and new branch 
offices is as follows: Atlanta, Ga., Edgar 
Harold and Henry Smith; Chicago, W. 


18 


some sections 


R. Carnduff, J. A. Becker, J. V. Swartz, 
E. E. Lowe, K. W. Abbott and Edward 
Mohan: Cleveland, O., Ross F. Moore: 
Dallas, Tex., no appointment yet; In- 
dianapolis, Ind., E. R. Fortune; Kansas 
Citv, Mo.. C. W. H. Niccum; Minne- 
apolis, Minn., F. H. Jacobson; New 


York, Louis Spengler; Norfolk, Va., F. 
R. Zoeller; San Francisco, Cal., G. §S. 
Beasley; and Seattle, \Wash., W. J. 
Dowling. 


Royal Union Installs New Equipment 
Vice President and Actuary Wilbur 
M. Johnson of the Royal Union Life of 


Des Moines announces the completed 
installation of a new model Hollerith 
machine, including the new _ tabulator 


printer. The work of punching cards 
and preparing records to accommodate 
the expanding business of the Royal 
Union tor years to come, has been going 
on for many months under the direct 
supervision of G. J. Fardal of the ac- 
tuarial department. 








taining to policies of leading companies 
in the accident and health field. 
Tells About New Policies 
New sheets will be provided each 
month giving an analysis of new policies 
issued by companies now represented in 
the bulletins and there will be new 
sheets wherever changes in_ policies 
make that necessary in order that the 
policy analysis section may be com- 
plete, accurate and up-to-date. For in- 
stance, the November issue will contain 
the new supplemental clause of the 
Continental Casualty granting hospital 
indemnity during the exclusion period 
This will be shown in its logical place 
in the bulletins. The November 
will also contain an analysis of the new 
Commercial Casualty accident and 
health policy to be sold to automobile 
finance companies or dealers in connec 
tion with the sale of automobiles on the 
deferred payment plan. 
Valuable Aid to 


The “A. & H. Bulletins” will appear 
monthly on the 25th of the month. They 
will build up for the accident and health 
insurances offices complete data on every 
phase of accident and health insurance 
salesmanship and policy analysis rhe 
first issue alone represents an investment 
ind within a 


issue 


Agents 


of thousands of dollars 

comparatively short time, accident and 
health men will have available on thew 
desks, in indexed and tabbed form, tor 


ready reference, a veritable encyclopedia 
ideas and intot 
insurance. 


of practical sales plans, 
mation on their field of 





bur 

of 
ted 
‘ith 
tor 
rds 
ate 
yal 
ing 
ect 
ac- 


lies 





witsa 


November 6, 1924 
PRIZES ARE OFFERED 
WOULD BAR MAIL REVOLVERS 


President Ayres of American Life of 
Detroit Personally Launches 
Essay Contest 


DETROIT, MICH., Nov. 5.—An 
award of $1,000 in prizes to residents 
of Michigan for the best reasons why 
the revolver traffic should be denied the 
use of the mails has been announced by 
Clarence L. Ayres, president of the 
American Life, in personal advertise- 
ments appearing in newspapers through- 
out the state. In these announcements 
Mr. Ayres emphasizes the need for 
arousing public opinion to the dangers 
of the demoralizing influence of banditry 
and other cowardly criminal practices 
which for the most part are directly at- 
tributable to carrying of concealed fire- 
arms made possible through the exten- 
sive purchase of “mail order” revolvers 
and pistols in open defiance of the Mich- 
igan laws requiring permits for “gun- 
toters.” He urges everyone to participate 
in this prize offer and points out that 
the results thus obtained will be made a 
part of reports to Lansing and to Wash- 
ington to secure improved state laws 
together with adequate postal laws and 
interstate commerce legislation in this 
connection. Five judges from Michigan 
editors and authors will be selected to 
judge the prize winning contributions 
for three major awards of $100, $50 and 
$25 together with 165 prizes of $5 each. 
All papers must be submitted by Dec. 1 
and the prize winners will be notified 
before Dec. 15. 

Indicts Revolver Sales 

The initial advertisement announcing 
this prize offer is an effective indictment 
of the growing criminal 
which have flourished according to Mr 
Avres because it has been so compara- 
tively easy to purchase revolvers 
through mail orders and to obtain their 
delivery quite readily in open defiance 
of the police and existing laws requiring 
permits for those carrying concealed fire- 
arms. Under the caption, “Can This Be 
Done Without a Gun” linked up with a 
pen and ink sketch of a citizen being 
held up by a masked bandit, the adver- 
tisement presents Mr. Ayres’ personal 
opinion “that without the revolver this 
epidemic of high crime would end 
abruptly” and points out the imperative 
need for arousing public opinion. It 
continues in a personal vein to ask the 
cooperation of good citizens in starting 
a movement to counteract these danger- 
ous, demoralizing and unpatriotic in 
fluences and urges them to try for a 
prize in order that public opinion may 
be crystallized to bring about the enact 
ment of thoroughly satisfactory state 
and national legislation which will aid 
law enforcement in states where permits 
for carrying concealed weapons are now 
required and eventually exclude the 
mails, express lines and other common 
carriers to revolver trattic. 


Cites Great Toll of Life 


tendencies 


At the bottom of the advertisement 
the following summary of facts is pre 
sented: “The state of Michigan averages 
close to a murder a day—halt that num 
ber in Detroit alone, besides three armed 
robberies a day in Detroit. Chicago is 
having a murder a dav and 12 armed 
robberies. Five thousand revolvers a 
vear coming into Michigan by mail 
evading the state law requiring permits 
During the year, 1923, there were 10,000 
people murdered, 90 per cent with re 
volvers: 28 every dav as against 26 in 
the entire vear in England, where the 
pocket gun is under tight regulations.” 

According tc Mr. Avres this under 
taking to arouse public opinion along 
these lines has been commenced from 
the standpoint of a private citizen inter 
ested solely in eliminating § criminal 
practices which are steadily growing be 





EXPLANATION IS MADE 





DENIES MERGER WAS HELD UP 


Superintendent Hyde of Missouri Issues 
Statement on Liberty National- 
Mountain States Deal 


Hyde, insurance superintend- 
of Missouri, has denied that the 
merger ot the Liberty Nation 
Cape Girardeau, Mo., with the } 
tain States Life of Denver, had 
held up by his department to permi 
brother, Governor Arthur M. Hyde 


cispose of 250 shares of stock 





former company. 

Superintendent Hyde made this denial 
in answer to an article published in the 
St. Louis “Post-Dispatch” on Oct. 29 


which stated the merger of the two con 
panies was approved immediately after 
250 shares of Liberty National stock 
controlled by Governor Hyde, brother ot 
the superintendent, had | 
by the Denver company at a price three 
times in excess of the pri 
cther Liberty National stock 

“The merger was put through as 


een purchase 





regular matter of routine,” Superintend- 

ent Hyde said “It was delaved a week 

until a St. Louis man who owned stock 

in the Liberty National had time to 

present evidence he wished to have be 

tore us and to investigate the merger 
“Any statement to the effect my) 

brother had any interest in the matter 

is foolish I do not know all of the 

details but the stock he had came 

his possession because he held it as 

security for an unpaid loss Che 

was paid b- the sale of the st K 

t was necessar to disc t 

iterest the stock br ging < y t 

amount of the princ l 


Dorsey Chosen President 
M. J. Dorsey has been 


c 
dent of the International Life & Trust 
of Moline, Ill., succeeding J. O. Laug- 
man. Mr. Dorsey represents the new 
financial interests in control and is re- 
garded as a very good man 
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cause revolvers and other small firea 
which are necessary tor h 
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robberies, burglaries and other forms 
. 
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crime can be purchased by anyone wh 
has the price ’ t tl 


4 
articles and who will 








sary amount of money ut tow 
concern who will make rent to a 
postoffice address lt t trary to 
the laws of the state and automatically 


placing a handicap upon the best efforts 


of the police to check up on those 
offenders who are carriers of concealed 
firearms. “Naturally enough from the 
insurance side,” says Mr. Ayres, “this 


move has a decided significance In the 


first place it seems t& 
of one innocent victim of this wide- 
spread gunplay is worth more than all 
of the profit received by the 

turers and distributors who traffic in the 





Sale of hrear 


Shows Insurance Cost 





“In addition it is also taking a number 
of innocent lives which are covered by 
insurance thus setting up a very wu! 
desirable hazard Chere are numerous 
evidences in bank holdups and payroll 
robberies of the heavy toll on casualty 
companies with the consequent need tor 
high rates to take care of the mounting 
losses in this respect At the bottom 
all of this 1s the revolver and the pistol 
which can be obtained through the mails 
so easily If the police find an offend 
carrving concealed firearms without 1 
permit he can be punished and his gun 
taken away but he can get another wit 
out anv difficulty It seems to me that 


it is very necessary to clear up this un 
healthy condition without anv delay an 
that is only possible through bringing 
about widespread interest and concerte 
action to eradicate this evil.” 


LIFE INSURANCE EDITION 





To a Young 


LIFE INSURANCE MAN 
On the Way Up 


HE man to whom this advertisement is addressed 
is not looking for a job. He probably has one. But 
he is looking for an opportunity. 


He has his feet on the ground and knows the value 
of time well applied. He realizes the future to be 
carved out for himself through the medium of the 
right company tie, coupled with the proper sort of 
help in getting started. Above all, he has a clean 
record and knows the meaning of team work 

He is 25 to 45 years of age and married (though 
this last is not imperative). He has had a success- 
ful experience in personal production. If he has 
assisted in finding and trainiag men new to the 
business, so much the better 


If this man is you, write to the address below. If we can 
not point the way to increasing your personal income, we 
will not encourage you further. Our organization is given 
a fine reputation by those who really know and our past 
record speaks for itself. 


Make your first letter tell the whole story. General Agency 
opportunities are now open in Ohio, Pennsylvania, Michi- 
gan, Indiana, Illinois, West Virginia and Kentucky. 


Address in confidence: 


H. M. MOORE, Vice-President 


THE CLEVELAND LIFE 
INSURANCE COMPANY 


WM. H. HUNT, President 
Home Offices Cleveland, Ohio 














A Unique Policy 
to Offer a Prospect 


Both the scope and the liberality of the unusual 

benefits contained in our Triple Indemnity Pol- 

icy with the non-cancellable Accident Disability 
Sell. 

exclusive and « 

Disability provision. 

Illustration: Single, Double, and Triple Indem- 

nity of $5,000, $10,000 and $15,000, 

non-cancellable Accident Benefits of $50 pe 


week. 


nd Mi 


Address Eugene E. Reed, Vice-President 


United Life and Accident Ins. Co. 


United Life Bldg. 


CONCORD, NEW HAMPSHIRE 
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We write a complete line of poli- 


cies—age-:one to sixty-five. 


We 


have all the modern features of 


life insurance. 


General Agency Openings In 


MICHIGAN: Dowagiac, Hillsdale, Adrian, Jack- 
son, Ann Arbor, Pontiac, Traverse 


City, Bay City. 


OKLAHOMA: Oklahoma City, Enid, Ardmore, 


McAlester, 


Okmulgee, 


Bartlesville. 


OHIO: Dayton, Cincinnati, 


Sandusky. 


INDIANA: Indianapolis, Terre Haute. 


Guthrie, 


Toledo, Cleveland, 


ILLINOIS: Springfield, Bloomington, Peoria, 


Decatur, 


Jacksonville, 


Rockford, Waukegan. 


Joliet, 


MISSOURI: St. Louis, Springfield, Joplin, Mo- 
berly, Jefferson City. 


[OWA: Des Moines, Council Bluffs, Sioux City, 


Davenport, 


Burlington. 


Farmers National Life Insurance 


Company of America 
A. O. Hughes, Vice-President in Charge of Agencies 


3401 South Michigan Avenue 


Chicago 

















Prestige and Good Will 


During seventy-nine years of active service to 
policyholders, the MUTUAL BENEFIT has dem- 
onstrated its dependability as a Life Insurance 
Company aiming to satisfy its membership. The 


prestige and good will the Company enjoys 


are 


due to its long record of equitable service, which 


redounds to the benefit of 


agents. 





The 


Mutual Benefit Life Insurance Co. 


Organized 


1845 


Newark, New Jersey 











I REDUCTION OF COMMISSION ON SMALL 


| able, 


| cases they 


| is also suggested that 


| than $2,000 and our experience 


| amount of commission. 
* * 


POLICIES NOT GENERALLY APPROVED 


| 


=== — 


A DDITIONAL replies to the iain 








naire sent by THe Nationat Un- 

DERWRITER to com- 
panies throughout the country show 
the same general viewpoint as_ those 
printed last week on the question of 
decreasing commission on $1,000 poli- 
cies. It had been frequently suggested 
that some such plan would be advis- 
both to curtail home office ex- 
pense and to increase the average size of 
policy and in order to sound out the 
opinions of the companies, they were 
questioned on this matter. However, 
the majority of the companies do not 
seem to favor the differential in com- 
missions for smaller policies. In most 
seem to feel that an injury 
would be done the business by leading 
agents away from the smaller risks. It 
it might result 
in a_ heavier lapse ratio and further 
would not give the companies so wide 
a range upon which to develop their 
mortality experience. A number of re- 
plies was printed last week and addi- 
tional ones are as follows: 

* * * 


life insurance 


Great Western Life, Ia—This com- 
peny provides for decrease in commis- 
sion on all policies amounting to less 
does 
pot show that the small man is being 
neglected, as the big percentage of our 
business is running in amounts of $1,- 
000 and $1,500 and the agents seem to 
be going right out for that ciass of 
business, regardless of the reduced 


* 
have 


Inter-Southern Life, Ky.—We 
found from results in one agency that 
an increased volume will result from 
a decreased commission on $1,000 poli- 


larger cases, 


cies, as the agents write 
submitting $1,500 and even $1,250 ap- 
| plications instead. 
- * 
American Home.—It has been our 


experience that decreased commissions 
on $1,000 cases are unprofitable. There 
is a field for this class of risk and we 
Lelieve that the men in the field are in- 
clined to ignore them when the com- 
mission per $1,000 is reduced. We 
believe that a savings in the medical ex- 
pense can be made on $1,000 cases. It 
is. of course, our intention at all times 
to discourage the $1,009 applications 
under the general rule. We have found 


that $2,000 can be written as well as 
$1,000. 
* * * 

Security Mutual, Neb.—The company 
| at one time gave a bonus for $2,500 pol- 
icies or over. There were some agents 
who wrote scneibediie more policies 
for these larger amounts. We found 


that it had a tendency to overload pol- 
icy holders. 
+ * + 
Midland Life, Mo.—We pay 


cent less on $1,000 applications. 
* * * 


10 per- 


Medical Life, Ia—We do not believe 
that a decreased commission on $1,000 
policy would cause a material decrease 
in the amount of insurance written. We 
believe that the extra effort exerted by 
the agent to get the $1,000 man to take 
$2,000 would offset the loss in not work- 
ing the man who can only afford $1,000 
as hard as heretofore. 

* « * 

Great American, Kans.—We have a 
prevision that on life policies for 
amounts less than $2,000 the commis- 
sion shall be 5 percent less. We 
not believe that this has affected our 
agency force in the writing of $1,000 
cases. We believe that our experience 
in this respect is absolutely normal and 
we never have and never will change 
this feature of our contract. 

“Se 

Our Home Life—We teel that to re- 
duce the rates of commission on $1,000 
policies would have a tendency to de- 


do | 


| crease the amount of business which we | 


| 
——— = ——_3 


are getting, though agents throughout 
the rural districts particularly write a 
great many $1,000 contracts. We fear 
a decreased commission on $1,000 would 
tend to increase the volume, but on 
the other hand, might cause the agent 
to pass up the numerous $1,000 pros- 
pects who may not be able to carry a 
greater amount at this time. 
s,s 2s © 


Federal Life, IllL—In our opinion we 
do not think it would be acceptable to 
agents in the field to reduce their com- 
nissions on policies of $1,000. We be- 
lieve this might have a tendency to 
cause the agent to go after policies for 
larger amounts and neglect the man who 
can afford only $1,000 at a time and 
who, eligible for insurance, is entitled to 
the same consideration that would be 
skown the man who is in a position to 
take out a larger policy. 


Detroit Life—Of course the writing 
oi larger policies should be encouraged 
in every way in the interest of the in- 
sured, the agent and the company. Per- 
haps the payment of a smaller com- 
niission on a $1,000 case would help 
Lring about this result. Certainly such 
a policy could be easily justified from 
the companies’ standpoint. If it would 
really help the agent, we would cer- 
tainly endorse it for we feel that the 
interests of the agent are in the long 
run identical with the interests of the 
company. It is a fact, however, that at 
the present time the average agent has 
a rather difficult task to make a satis- 
factory living and consequently we 
wculd be a little slow in cutting his 
commission in any way. Besides there 
is a worthy class of people who really 
find it difficult to carry even a $1,000 
pclicy and these are the people who 
have the greatest need for insurance 
prctection. If the proposed policy would 
result in the neglect of this class, then 
iisurance has lost its greatest oppor- 
tunity for service. 

* * ~ 

Western Reserve.—There is no ques- 
tion about the increased cost of writing 
£1,000 policies, but small companies like 
ourselves have to fit more closely to the 


sn.all policies. Hence, for us there 
would be no inducement to make a 
change and we gladly pay the same 


cemmission for the small policy as the 
larger one. In fact, we rather encour- 
age policies from $1,000 to $3,000 and 
$5,000. The larger companies can an- 
swer this for themselves. It seems to 
me they would be benefited by the larger 
nolicy and could afford to pay a smaller 
cemmission on the small one. 
* * * 


Continental Life, Mo.—For the past 
two and one-half years, the Continental 
Life has been paying a smaller com- 
m:ssion on $1,000 policies than on $2,000 
policies. This has resulted in a sub- 
stantial increase in the amount of busi- 
ness written and the average policy on 
new business is nearly double, that is, 
it has increased from $1,700 to $3,300. 
We believe that an applicant who is 
unable to pay the cost of $2,000 on an 
ordinary life policy is in the industrial 
class and should pay industrial rate. 
We have found that a great many of 
our salesmen have thanked us for this 
reduction in commission, as they found 
later that they could make more money 
with less work by selling $2,000 instead 
of selling $1,000, 

. e * 


Missouri State Life—Present day 
rates are based on average size of poli- 
cies. This is due to the fact that the 
law does not permit any discrimination 
in rates on account of amount of insur- 
ance. It is very doubtful on the basis 
of present low premium rates if a $1,- 
000 policy pays for its own cost. Such 
husiness is, therefore, less desirable to 
the company, and it is reasonable to of- 
fer an agent less compensation to ob- 
tain it. reduction in commission will 
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stimulate him to write policies for larger 
amounts and possibly to write one 
$2,000 policy in place of two $1,000 poli- 
cies taken out at about the same time. 
Our company pays 5 percent less com 
mission on $1,000 policies. We believe 
such a practice is desirable. 
* * * 


Lafayette Life—Decreasing the com- 
mission rate on $1,000 policies is logi- 
cal, defensible and desirable, but the 
question is, is it practicable? We think 
it is not for us. 

” . 


Wisconsin page ty e pay no decreased 
commission on $1,000 policies. The 
mortality savings on the smaller pol- 
icy will make up for the cost of han- 
di:ng these small policies. I think a de- 
creased commission of $1,000 policie- 
might have a tendency to increase the 
lapses. There are many men whe 
should start with $1,000 or who already 
have insurance and can be written an 
acditional $1,000. If an agent tries to 
write a large policy because his com- 
mission is higher, he is going to write 
more business that lapses. 

= * . 


National Life & Accident.—A reduc- 
tion in the commissions paid on poli- 
cies of $1,000 may be of some benefit 
to some companies. However, in our 
particular organization we rather doubt 
the advisability of such a step. This, for 
many reasons, among them being the 
fact that we write industrial business 
and intermediate business, as well as 
crdinary business and our scheme of 
commissions is based upon a little dit- 
ferent angle than those used by strictly 
ordinary companies. 

* * * 

Gem City Life—A decrease in com- 
nission on $1,000 policies would work 
a hardship on the smaller and younger 
companies, as the amount of average 
policy is small. Beside the majority 
of all rate books are on the unit basis 
of $1,000 of insurance. 

* * . 

International Life, Mo—It is the 
practice of this company to reduce the 
agent’s commission by 10 percent on 
all policies issued for amounts less than 
$2,000. The only exception to this is 
insurance on the bank savings plan. In 
this case, we pay full commissions. We 
are enabled to do this, due to the fact 
that we call for a short form examin- 
ation under which we are not required 
te » pay the full medical fee. We believe 

iat every effort a be made to 
sel the average amount of insur 
ance under each policy issued, as this 
is one of the main factors in reducing 
the expense ratio. We believe that our 
practice in cutting commissions for less 
than $2,000 decreases the number of 
$1,000 policies received. 

= 

National Savings, Kans.—\Ve invar 
bly decrease commissions 10 percent 
on all policies under $2,000 for the rea 
son that the medical and inspection 
check bears too large a proportion tor 
the net amount due the company on 
first vear business However, on the 
ther hand, we allow $1,000 px licies to 
be written on a monthly premium pay 
ing basis as we do not think ‘that the 
change in commission has anv effect 
upon the policies being written, although 
it does in many instances cause the 
ucent to make an effort to sell a large 
policy 

(This is the second instalment of re- 
plies to the inquiry of The National 
Underwriter and further replies will be 
published next week.) 


Continue Public Life Receiver 


Tl receivership ot the r 1} lhe | ife 
C} i ha beet t ely 

‘ the Cast ] ( rere ed 

er in cha ery 1 ck n 

The circuit court of Cook county held 

hearing on two days last week, but 

cculd not reach anv conclusion The 
ty groups ot stockholders could 


work out a plan that was acceptable to 


the court and Homer Galpin was con 
tinued as receiver. 
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A POLICY 
YOU CAN SELL 
WITH PROFIT 


No, this is not an invitation for you to 











leave your own company, but just a sugges- 

tion to make your time yield more profits 
under our plan of improved brokerage service in 
branch offices. 


The Champion Income Accident policy is just one of 
the liberal, up-to-the-minute accident policies offered 
by us—it is a silent partner to the man dependent 
upon his efforts for his income and appeals to every 
prospect. 
This policy with its distinctive provisions is indicative 
of the progressive spirit inherent in all lines of pro- 
tection offered by this company—Life, Accident, | 
Health, and Group. Under our plan you can place | 
with us profitably (because all commissions on such | 
business placed with us belong to the broker) business | 
in the following lines: | 

| 


Accident Insurance 
—accident, health, and income accident 


Group Insurance 
—life, accident and sickness 


Life Insurance 
—substandard and surplus business 


What Our Branch Office Service Means to You 


Extremely liberal first year commissions and 9 guaranteed non- 








| forfeitable renewals, on all life business you place with us re- 
| | gardless of volume. 

Awards and honors on same basis as offered to our regular agents 
| —in 1925 a trip to Cuba at our expense is open to you. 
Hl Expert advice and assistance on surplus and substandard life, | 
| accident, and group insurance. i 
| Business handled either on a contract or a one-case agreement | 
| basis. | 
| Prompt action and liberal underwriting rules. i 

" ! 

‘ , . . 
| Write us for Further Details 
i | 
i MISSOURI STATE LIFE INSURANCE CO. 











HOME OFFICE, SAINT LOUIS M. E. SINGLETON, President 
LIFE ~ ACCIDENT ~ HEALTH ~ GROUP cant ~ an = a | 
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IF YOU ARE STRONG ENOUGH TO STAND ALONE 


Secure a contract with California State Life and receive the full com. 
mission on your business without reduction to take care of the expenses 
of superintendence and losses from advances to weak salesmen. 

Exceptional opportunities for capable, experienced salesmen. Attract- 
ive first year commissions and liberal renewals. References required. 
No advances. 

Write to: 
J. R. Kruse, Vice-President 


CALIFORNIA STATE LIFE 


Sacramento 








THE PEERLESS LIFE INSURANCE COMPANY 


OF KANSAS CITY, MISSOURI 


WANTS GENERAL AGENTS FOR HANNIBAL, KIRKS- 
VILLE, CHILLICOTHE, ST. JOSEPH AND ROCKPORT 


ACCIDENT HEALTH 

















American National Insurance Company 
OF GALVESTON, TEXAS 


W. L. MOODY, JR. SHEARN MOODY, W. J. SHAW, 
resident Vice-Presiaent Secretary 
FINANCIAL STATEMENT JUNE 30, 1924 
ASSETS re 
Real Estate Owned........- $ 1,104,974.53 Net Reserve (American 


perience Table, 3 & 83% “5 5, 035,159.00 
Reserves for Death sses in 
Process of Adjustment or 


Mortgage Loans (First Lien 
on Real Estate) .......-.. 
Ceetenss GEOG occceccsses 


6,516,988.73 
25,000.00 


Leans to Policyholders (On Adjusted and Unpaid..... 181,813.00 
this Company's Policies).. 1,816,922.97 Reserve for Taxes and 
DRE. serdecaanceaetéauced 6,876,621.55 CT rrr 143,694.88 
Cee be Bamibe..ccccceces: 1,416,770.99 Miscellaneous Liabilities 215,658.45 
Certificates of Deposit (De- Capital Stock ...$1,000,000.00 
De. stestvasuennwedene 24,844.00 Assigned Fund 
Interest Due and Accrued... 75,278.54 and Surplus .. 2,007,582.98 
Deferred and  Uncollected Surplus Security to Policy- 
Premiums (Net) .......-- $76,012.00 BED kccécesoscavcecass 3,007,582.98 
Ue DONE cccweancsnds $18,533,408.31 Total Liabilities .......... $18,533,408.31 
GAINS MADE DURING FIRST HALF 1924— 
Increase in Insurance in Force........cceeccceesces $16,722,438.00 
Increase in Admitted Assets... .....-ecsescccecseces 1,462,819.82 
Increase in Surplus Security to Policyholders......... 138,411.53 


OT: ; AIl 201 LIC 
INSURANCE IN FORCE TOTAL FAID POLICYHOLD 
JUNE 80, 1924 ZATION— 


$221,759,842.00 $15,285,.539.37 
Ordinary Life, Industrial Life & Accident Insurance to Meet the Requirements of Every 
Insurable Person. 
HOME OFFICE BUILDING 
Operates in Twenty-one States and the Republic of Cuba 
Gross Income Averages, $726,612.00 per Month 


ADMITTED ASSETS 
$18,533,408.31 














—_ 





40,000 Names 


of prospects sent us by policy- 
holders for the use of our 
salesmen during October 
which was “‘Service-to-Policy- 
holders Month”. 


BANKERS LIFE COMPANY 


Des Moines, lowa 
, GEO. KUHNS, President 





| 











BRITISH COMPANY RATE 
SOME HAVE MADE REDUCTIONS 


Better Medical Selection Has Caused a 
Lower Mortality for a Number of 
English Life Offices 


By UNIVERSAL TRADE PRESS 


LONDON, ENG., Oct. 25.—Are 
Eritish life companies charging too high 
a rate of premium? It would seem that 
they are. When you get companies like 
the Clerical, Medical & General Life 
which calculates its premiums on an as- 
sumed rate of interest of 2% percent 
and yet actually earned 43%4 percent on 
its premiums, whilst at the same time 
working on the ordinary mortality tables 
in use and experiencing only a loss ra- 
tic of 62 percent of that expected and 
allowed for, it is not surprising that 
such a thought should at once arise. 

And such a position is the happy one 
in which not only a single company but 
a good many companies are found. Fran- 
cis Smith, the chairman of the company, 
had something to say on this matter at 
the recent annual general meeting of 
the shareholders. 


Company Has Reduced Rates 


He anticipated that a revised standard 
table of mortality would shortly be avail- 
able for general use, in which the mor- 
tality rate would be lower than in the 
tables now in use. Guided by its own 
experience alone the Clerical, Medica! 
& General has already reduced its rates 
of premium and by so doing has not 
cnly benefited new insurers but has in- 
creased the new business largely for 
the past year. Incidentally, Mr. Smith 
crew an interesting comparison between 
conditions in the United States and 
Britain as regards life insurance. His 
view is that the population of Britain 
is largely under-assured and that the 
value of life assurance is far less recog- 
nized here than it is in the United 
States. In the states, Mr. Smith said, 
everyone in business—and who was not? 
—seemed to lay out the lines of his 


November 6, 1924 


career by insuring his life for a consid- 
erable sum, meaning to leave that sum 
as provision for his wife and children 
and to spend on his necessities or pleas- 
ure the balance of his income. Evidence 
that this was so was to be found in the 
legislation rationing American life assur- 
ance companies in the amount of busi- 
ness they might accept in any one year. 
And this, by the way, had led to their 
withdrawal from the European field of 
life assurance. 


Improved Medical Selection 


Reverting to the mortality experience 
oi life companies there is no doubt that 
the great improvement noticeable is not 
altogether due to a general increase in 
Icngevity, for improved medical selec- 
tion must have something to do with it 
too. This improved medical selection 
is due to the greater knowledge poss- 
essed by medical men in comparison 
with that of the doctors of a previous 
generation. These two causes, added 
to total abstinence from intoxicating 
liquor in the lives assured, have led in 
one case—that of the Abstainers & Gen- 
eral—to an average mortality of only 
44.2 percent of what might have been 
expected according to the tables. This 
lcw percentage is not for any one year 
but is an average going back for a con- 
siderable time. 

United Kingdom Provident’s Ratio 


Another company catering chiefly for 
tetal abstainers—the United Kingdom 
Provident—had death claims only 48.8 
percent of those expected last year. The 
management expenses of life companies 
are higher than they were before the war 
it is true, but as the mortality experience 
is improving and the rate of interest 
earned is higher, the increased expense 
outgoing are more than set off by the 
lower claim costs and the higher in- 
terest rate earned. As a result of all 
this the well-managed life companies are 
doing exceedingly well. 


Mutual Benefit Mortality 


For the first nine months of this year. 
the mortality of the Mutual Benefit was 
53.69 percent, as compared with 53.27 
percent for the similar period last year. 
The September ratio was 33.56 percent. 





CARRYING THE MESSAGE BY AIR 





The Michigan agency of the Ohio Na 
tional Life, headed by N. A. Glassbrook 
of Lansing, as a part of the campaign 
during “Appleby Month” in honor of 
the president of the company, offered 
the agent who wrote the most business 
an airplane trip to Cincinnati from Lans 
ing Amos F. Jackson, agent of the 
company at Grand Rapids, won this 
honor He leit Lansing on the morn- 


arrived in Cincin- 


ing of Oct. 31, and 
nati at 1 o'clock that day 


Those shown in the picture, reading 
from left to right, are John Adams, 
actuary, Ohio National Life; T. W. Ap 
pleby, president Ohio National Life; 
Amos F. Jackson, agent at Grand Rap 
ids, who made the airplane trip; Mrs 
r. W. Appleby; Lieut. Davis, aviator 
S. J. Blashill, secretary Ohio National 
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Pulling Power 





Throbbing with the com- 
mon emotions of life are the 
colorful reproductions from 
oil paintings which embellish 
the letters of the Lincoln 
National Life circularizing 
campaign. 





The picture reproduced 
here, without the color, is for 
letter No. 1 to the young un- 
married man who needs a 
Lincoln National Life policy 
to help him save systematic- 
ally. 


It is one of many pictures 
illustrating the graphic let- 
ters which are being sent to 
the prospects of Lincoln Na- 


tional Life agents. 


The striking benefit of this 
spectacular circularizing pro- 
gram is another reason why 
it pays to 
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The 


Lincoln National Life 
Insurance Company 


‘*Its Name Indicates Its Character”’ 


Lincoln Life Building Fort Wayne, Ind. 


Now More Than $325,000,000 In Force 
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HOME OFFICE’S SCHOOL 
UNION CENTRAL LIFE COURSE 
Gives Employes the Chance of Getting 


Three Years’ Practical Life Insur- 
ance Educational Training 


The Ur Leé ral | e < j $ an 
eve hte surance § ol its em- 
ployes under e direction of H. N 
Ha i e actuarial department 
Che ruc rs are Assistant Secretary 
W. Howard Cox, Assistant Actuary Ar 
t r J. Koe e, Assistant General ¢ n- 
sel S. K. Henshaw R. H. S ing of 
he ] divist and Walter Haehnile, 
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Using the Income Tax Returns 


THE income tax returns have been pub- 
lished. It has been the subject of much 
controversy and misunderstanding through- 
out the 
been raised to the publication of these fig- 


country and serious objection has 


ures. However, pending the definite ruling 
of the revenue department or a revision of 
the act by Congress, these returns will con- 
and the life under- 


writer might as well make use of them as 


tinue to be published 


will others. 
While the returns should not be abused 


and no direct reference made to the pros- 


pect, there is a way in which they can be 


used to the advantage of the agent, with- 


out in any way abusing the privilege or 


arousing the antagonism of prospects and 


policyholders. With the professional idea 


of selling insurance to fit needs, there is a 
necessity for the agent to map 
definite life insurance program, which can- 
not be done with any degree of accuracy 
unless the income of the prospect is known. 

With the widely published income tax 
return, it is not difficult to at least approxi- 
mate the income of the prospect in order 


out a 


that an intelligent approach may be made. 
It would, of only antagonize the 
prospect if the agent approached him with 
income tax return or even 
knew the pros- 


course, 


reference to the 
hinted that he 
pect’s income, 


actually 
but a program can be 


worked out on a “hypothetical” case which 
be amazingly similar to the case in 
point. This attract the 


more than a general presentation. 


could 


will prospect 


Value of Educational Fund 


Dean Everett W. Lorp of the Boston others for support at age 60. The col- 
University CoL_ece or Business ApMIN- lege or technical school graduate starts 
ISTRATION estimates the cash value of a to work at age 20 or 23. By the time 
college education to its possessor to be he is 28 his income equals that of the 
$72,000. He bases his report on a long high school graduate at age 40 and con- 
study of the earning capacity of college tinues to rise practically without a 
graduates The cash value of a com- break. 
pleted high school education is given in This is certainly a strong point to 
the report at $33,000 make in favor of fathers providing a 

Dean Lop gives the average maxi- fund for the education of their children. 
mu t the trained man at There is nothing therefore more remun- 
$1,200 a r the high s |] gra erative in actual earnings than an edu- 
uate at 32,<( ear, of the college cational poli Life men have stressed 
graduate at $ ear. lit three the importance of providing an educa 
types live uj ears, the total earn- tional fund, because people at large ap 

ial sees Sas e- 2 OOK preciate the fact that today in the com- 
$ 00 respe e] D Los pet € wor the better educated man 

tate p ¢ P | the gger opportunities 

4 eh t t Jean | Nngures are ¢ rete and 
, endence the ge de te He gives some figures that are 
r r re tangible and « vincing ‘ houle 
‘ vents cit nd 

‘ f eer , re tion , 
= OO 1 ‘ ! de the father 

r thought 
Bareback Salesmanship 

eferr ré k rider arrive at 1 particular 

k | de ‘ The speake that 1 

er t e ne 
Argument for Educational Policy 

’ k z ral ag t at lege « thor mM I le J er father 
e, ] ! ENEI FE, wants to give } boy every chance for 

er z for ’ « ESS re when he ee } W e& can s 
- ; el « tion has greatly increase son's chances, he will 

e « f for coe with a pr y be interested in an educational 
hig ‘ ne GOR: wit policy payable in monthly installments 





As “Appleby Month,” which the Ohio 
National Life is holding this month in 
honor of its president, draws to a close, 
it is certain that the written 
is going to exceed the $2,000,000 mark 
considerably. This is far in excess of 
any other month’s showing in the his- 
tory of the company, and every member 
of the Ohio National organization is 
delighted with the result, but each is 
also impressed with the very high 
esteem in which the company is held 
in the localities where it operates. 

An illustrated circularizing campaign 
is being launched by the Lincoln Na- 
tional Life for its agents. Reproductions 
from oil paintings strengthen the mes- 
sage of the first letter in eight of the 
nine series which cover practically every 
class of prospects. 

The letters were constructed by As- 
sistant Superintendent of Agencies Ver- 
lin J. Harrold, a former newspaper man, 
who states that he has tried to put “the 
headline punch” in each letter. 

The Pipe agency of eastern Michigan 
of the American Life, consisting of 14 
men, has challenged a like number of 
the detached agents to a friendly com- 
the month 


petition for production for 

of November. This has been accepted 
by President Clarence L. Ayres, man- 
ager of the detached group. In addi- 


agency has_ challenged 
Vice-President Harold P. Trosper for 
the same time, the entire agency of 14 
men to write a larger volume of busi- 
ness during the month than Vice-Presi- 


tion the Pipe 


dent Trosper. Mr. Trosper has ac- 
cepted the challenge, undertaking to 
write during the month a_ greater 


amount of business than the aggregate 
of either of the groups oi 14 agents, a 
rether large undertaking, but one of 
which Mr. Trosper is capable with his 
high average of more than $1,000,000 a 
vear for the past six years. 


David Parkes Fackler, internationally 
known actuary and founder of the Ac- 
tuarial Society of America, died in Rich- 
mond, Va., Oct. 30, while visiting J. S. 
Davenport, Jr., actuary of the Life In- 


surance Company of Virginia. Mr. 
Fackler, who was in his §4th year, was 
regarded as the dean of his profession 
by his associates. He was born in 
Kempville, Va., but had been living in 
New York for many years, where he 


has been consulting actuary tor 25 years. 


His body was taken to that city for 
interment. Besides being the founder 
of the Actuarial Society ot America, 


Mr. Fackler was a past president of the 
society. ‘ 

Kansas superin 
seriously ill 


William R. Baker, 
tcendent of insurance, was 
a part of last week _For a day 
is condition was regarded as critica 
the physicians, due to a hemorrhage 
flow was stopped and while he 
extremely weak his condition 


to improve. 


or so 


] 


Darby A. Day, Chicage anager oi 
the Mutual Life, accompanied by Mr 
Day, and their son, Darby A. Day, IJr., 
and his bride, sail this week from New 
Orleans on a cruise among the West 
Indic will visit the Canal Zone and 

ill return along = west coast to San 
francisco. They ill be wone from Chi 
cago tor about two month 


vice-president 


_Edward S. Chadwick, 


d 


general manager of the Idaho State 
.. e of We ‘ Id he elected a 
‘ er ¢ the executive committee of 
thie American Life Convention, is one of 
the 1 t popular member He became 
the executive head of the Idaho State 
Life, Aug. 1, 1911, which was 18 months 
fter incorporate He has built the 
company up along very conservative and 
intial lines and it one of the best 
ompanies of the far west 
Hie was born May 19%, 1877, at St Paul 


business - 








CHADWICK 
Vice-President Idaho State Life 


EDWARD §8. 


He was educated in the schools 
there and at Omaha. He is a veteran of 
the Spanish-American war. Mr. Chad- 
wick lived in San Francisco for a num- 
ber of years and was connected with the 
San Francisco “Chronicle.” Then he 
was in the investment business for four 
years at Kearney, Neb. Later he went 
to Goldfield, Nev., being in the general 
insurance and brokerage business. He 
was in the banking business in Idaho 
until he went with the Idaho State Life. 


Neb. 


W. E. Winters of 


Delavan, Wis., an 
agent for the New York Life, is the 
latest entry in the lively contest for 


the world’s record in the matter of se- 
curing the largest number of applications 
for lite insurance in a single month. Mr. 
Winters will try to top the record made 
by Earl M. LaPlant of Sturgeon Bay, 
Wis., a fellow New York Life worker as 
well as the new record since hung up. 
He intends to write 11 applications each 


day for 30 days during November. The 
new aspirant tor the world’s title has 
been with New York Life for seven 
vears. During this time he has always 
been a member of the $200,000 Club of 
the company. The past two years he 
has been a member of the “Top 300” 


}00 leaders 
company. 


club, composed of the among 


the 8,600 agents of the 


Lewis W. Baldwin, 
Missouri Pacilic 


president of the 


Railroad, has been elec- 


ted member of the board of directors 
of the Missouri State Life. He is 49 
vears of age He worked himself up 


trom the very bottom In 1915 he was 
made vice-president and general man 
ager of the Central of Georgia Railway 
Later he erved a operating vice-presi 
dent of the IHlinets Central and was 
chosen president of the Missouri Pacitic 
nm 1923 

rhe directors of the $200,000 Club of 
the New York Life, decided at a meet- 
ing last month, that the ex-president ol 
the club, who produces the largest 
amount of busine during the club vear 
under the rules hould be chairman of 
the board tor the ensuing year It 1s 
now announced that Sylvan Levy wade 
chosen to that position tor the club year 
ending June 30, 192 

The lite agent ol the Netna Lite in 
Chicago, pave a complimentary ner 
Monda night of thi seek it the llam 
ilton Club, to Manager S. T. Whatley, 
who has just completed his first year as 
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head of the Chicago agency. Mr 
Whatley has made a fine impression since 
coming to the big city from Pittsburgh 
He has built up a winning organization 
and during his first year, tl 
1 $15,000,000 new 


in the neighborhood of 





business In October, they bye 

$2,500,000. George F. Gschwi of 
‘ ncy torce preside 1 at the di il 
‘alks were made by John A. Morris 


james Leedy and Elliot ( Villiams 


Mr. Williams by the way wrote 189 ap- 
October Mr Whatley s 


plications in 
organization is going strong 
ally, he 


substantial bacl KIng. 


Frederick A. whe Jr. of Baltimors 
has achieved distinction with the a 
sticks, as well as with the rat 00k 


Mr. Savage is with the New 
Mutual Lite and is the son of the com 
pany’s 
recently won the open golf title tor 
Marvland over 
Mr. Savage has been doing 
work in the field 
rate book a little 
launched his lite 
engineering the 
ment fund of 
1923, 


a protessional opponent 
excellent 
taking up the 
ant He 
career by 
class endow- 


Princeton in 


since 
over a year 
insurance 
$100,000 
his class at 


Samuel A. Westfall, 26, 
ager of the Missouri State Life, in 
Columbus, O., was killed, with a com- 
panion, in the fall of an aeroplane at 
Norton Field near that city, Saturday 
Mr. Westfall was a graduate of Ohio 
State University and was a lieutenar 
in the aviation service. 


assistant man 


Robert Frederic “Moore, secretary of 
the Southern States Life, died last Fri- 
day of cerebral hemorrhage at his home 
in Atlanta, Ga. He had been in failing 
ealth for some time, but had continued 
to perform his regular work until 
Thursday morning, when he suffered the 
attack which caused his death a few 
hours later. Mr. Moore was born in 
England in coming to this coun- 
try in 1896. He at once entered the 
life insurance business He had been 
located at various times in New York 
Citv, Chicago and Buffalo, N. Y., but 
went to Atlanta in 1996 as agency 
retary of the Southern States Life, 
which was just being organized 

Mr. Moore was active in cultura 
movements, such as the Drama 
and the Writers’ Club, taking a deep 
interest in literature and fine arts He 
appeared betore the Drama 
several occasions in pageants al d ama 


1856, 


sec- 


Leagt e on 


teur pertormances, and showed talent 


as a reader of plays and poetry. 


Prospective Earnings of 
New Agents Are Shown 
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sive field 


development program in existence today. 


One phase is described in this 


ment. Details of the Plan may be 


upon request by any agent int« 
learning more about it. 
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Penn Mutual Conventions 


At our Eastern Regional go in September there 
were twenty-four Field speakers, my only five Home Office. 
They touched almost every phase of salesmanship,—prospect- 
gathering, income plans, mail plans, approach, closing, in- 
heritance tax coverage, etc. Star salesmen gave their standard 
sales talks. In brief, there was a comprehensive and intensive 
survey of salesmanship. 


This form of Convention is but one evidence of the modern 
method = instructional co-operation between our Home Office 
and Field. 


We have places for men and women who believe that con- 
stant life insurance education is as necessary as constant in- 
dustry. 


The Penn Mutual 


Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 
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q If your present opportunities in the life in- 
surance business are limited to personal pro- 
duction, our agency contract will interest you. 
It offers better than general agency opportuni- 
ties, vested renewals and low cost insurance. 


@ Exceptional opportunities are open in Min- 
nesota and Ohio and a few in Wisconsin. 


@ Check up our record. 


Nati 


eonal 












nsurance Company 
Home Office, Madison, Wis. 




















100 PER CENT 
EFFICIENCY 


Life men find our methods bring their efficiency up to 
100 per cent. 


We consider every man insurable and rate each case 
on its own impairment and amount of risk involved. 


We take the “Blue Sunday” out of the life insurance 
business by helping you salvage your wasted energy 
expended on Sub-Standard business. 


We have everything in the life game to offer. Let us 


tell you how. 


ICAL LIFE 


INSURANCE COMPANY OF AMERICA 
WATERLOO IOWA 


I. G. LONDERGAN 
Vieo Pres. & Gen’) Mgr. 


E. E. BROWN 
Agency Supervisor 




















LIFE AGENCY CHANGES 














NAMES NEW AGENCY HEADS 


National Life U. S. A. Has Announced 
Appointments at Milwaukee And 
Minneapolis 





The National Life U. S. A. has ap- 
pointed O. C. Meek agency manager 
in Wisconsin, with headquarters in Mil- 
waukee. He formerly represented the 
life department of a large general insur- 
ance agency, where he established a 
good record. He has already made sev- 
eral productive agency contracts in his 
territory, and written a substantial vol- 
ume of personal business. 

H. K. Zuppinger has been appointed 
genera! agent at Minneapolis, Minn. He 
has had wide and successful experience 
in life insurance, and has the ability to 
build up a strong general agency. 


C. P. Morton and A. V. Reynolds 


Creighton P. Morton and Allen V. 
Reynolds have been appointed general 
agents for the Massachusetts Mutual 
Life at Worcester, Mass. Mr. Morton 
is a native of Worcester and is only 28 
vears old. He has only been in the life 
insurance business for about two years, 
but has made an excellent record in that 
time. Mr. Reynolds, although 10 years 
older, is also a newcomer in the field, 
having come to the company less than a 
vear ago from the American Steel & 
Tire Company, with whom he was em- 
ployment supervisor. 


O. P. Roddey 

Oliver P. Roddey has been appointed 
general agent of the Penn Mutual Life 
at Charleston, S. C., to succeed E. P. 
Guerard, deceased. Mr. Roddey has 
represented the Equitable Life in 
Charleston for the past four or five 
years. The Penn Mutual’s Charleston 
agency was established in 1893 under 
the care of General Agent Tracy L. 
Acosta, now located at Jacksonville, 
Fla. It passed later into the hands of 
W. H. Dunkin, then Mr. Guerard. 


Harper Moulton 


Harper Moulton, Chicago general 
agent of the Minnesota Mutual Life, has 
resigned and will return to the Chicago 
general agency of the Provident Mutual, 
where his record as a personal producer 
has brought him into prominence. 


Roy W. Anger 


Roy W. Anger, vice-president and a 
director of the American Life of De- 
troit, has resigned to become associated 
with the Michigan Mutual Life as 
agency manager for Detroit and Wayne 
county. Mr. Anger takes up the duties 
of his new position at once. He has 
been connected with the American Life 
for 11 years and has been an officer and 
director for the past four years. In 
addition Mr. Anger has been a large 
personal producer. 





Carl J. Riefler 

The Springfield Life, which began 
business Oct. 8 as a mutual legal re- 
serve company, has opened a home 
agency at Springfield, IIL, in the Ridgely 
Bank building. Carl J. Riefler has been 
appointed general agent. This new Illi 
noi company was organized for the 
purpose of reinsuring the Court of 
Honor Life Association, a fraternal, and 


the conversion was successfully consum- 


mated last month. Approximately $80,- 
000,000 of business carried by the fra- 
ternal was assumed and net assets of 
$4,500,000 were transferred to the new 


concern 


Frank % Keenan 


Frank L. Keenan, manager of the 
Kansas City agency of the American 
National of Galveston, has been pro 
moted to the position of supervisor of 


agents, ordinary department, for Mis- 
souri, Kansas and Oklahoma. 


D. G. Johnson 


D. G. Johnson has been appointed 
general agent of the International Life, 
with headquarters at Harrisburg, Pa. 
He graduated from Coe College, Cedar 
Rapids, Ia., and took three years post 
graduate work at the University of 
Pennsylvania. He taught finance in the 
Wharton School of that university for 
two years. He has been soliciting in- 
surance since he was 14 years of age. 
He hit the million dollar stride when he 
was 22 years old. 


Pilot Life Appointments 


The Pilot Life has appointed two 
more general agencies in Alabama, mak- 
ing a total of seven general agencies in 
the state. D. E. Kimbrough is the new 
general agent at Dadeville. He was 
pastor of the Dadeville group of Baptist 
churches for several years, writing in- 
surance during his vacations. He will 
devote his entire time to insurance in 
the eight counties comprising his terri- 
tory. 

A. P. White was appointed general 
agent at Ozark and will also serve in 
the capacity of agency supervisor. He 
has been agent for one of the large com- 
panies for several years, with a record 
showing him to be of $250,000 calibre 
at least. His general agency includes six 
counties in Alabama and three in 
Florida. 


Epperson Made Agency Director 


A. R. Epperson, formerly Dallas city 
manager of the United Fidelity Life, 
has been made agency director of the 
Southern Union Life. Mr. Epperson 
was an aviator for more than two years, 
but returned to his native state for his 
business career. He entered life insur- 
ance as a solicitor at Temple, Tex. He 
is a hard worker and has established a 
splendid record. 


O. A. McFarland 


O. A. McFarland, formerly of Sioux 
Falls, S. D., and Madison, Wis., has 
opened a general agency for the Central 
Life of Des Moines, at Davenport, la. 


Joseph Grossman 


Joseph Grossman has become general 
agent of the Register Life of Iowa for 
Cleveland and six additional counties in 
northeastern Ohio. This is one of sev- 
eral general agencies to be established 
in the state. An office has been opened 
at 510 Swetland building, Cleveland. Mr. 
Grossman has had an extended expe- 
rience in the life insurance work, and 
has a wide acquaintance in that city. For 
a number of vears he was with the 
State Mutual of Worcester and later 
with the Travelers. 


Clarence Spencer 





The Connecticut General Life has ap- 
pointed Clarence Spencer general agent 
at Syracuse, N. Y., succeeding T. 
sritton, who resigned to devote his time 
to personal production in the same ter- 
ritory. Mr. Spencer, a native of new 
Jersey, secured his early business expe- 
rience in the postal service and as man- 
ager of a country garage. He has been 
in the insurance business for the past 
six years, starting with the Metropoli- 
tan, and working up to assistant man- 
ager. In 1923 he became supervisor of 
agencies with the Victory National Lite 
of Tampa, Fla. 


James L. Wikoff 
James L. Wikoff has been appointed 
manager of the Ohio State Life for 
Indiana with offices at 401 in the Na 
tional City Bank building in’ Indian 
apolis rhe company writes health and 
accident as well as life insurance Mr 











November 6, 1924 

Wikoff was formerly with the Inter- 
state Life as field manager for Penn- 
sylvania, Michigan and Illinois and 


to that represented the Guarantee 
d Life in Indianapolis. 
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John M. Clayton 


] Clayton, who 
assistant to Vice-President William J. 
Graham of the Equitable Life of New 
York, has been appointed assistant to 
Manager Henry L. Rosenfeld of the 
Manhattan ordinary agency of the Pru- 
dential. Mr. Clayton has given much of 
his attention to group insurance and has 
had considerable experience in lining up 
business insurance and inheritance tax 
This appointment is in line with 


has been an 


John M. 


cases. 


LIFE 


broadening 


brokers 


Mr. 


the services of 


policy of 
to the 


Rosenfel ld’s 
his agency 


American Central Appointments 








The American Central Life of Indian- 
apolis announces the appointment ot 
two new field superintendents: Arthur 
F. Lundgren, formerly with the Na- 
tional Fidelity Life of Sioux City, Iowa, 
and Martin W. Lammers, formerly su- 
pervisor of southern Ohio for the Am- 
erican Central. Both will travel over 
the company’s general territory. 

Appointments just announc ed by the 
Ohio State Life include: Carl Brull, spe- 
cial agent at Detroit; O. G. Powell, gen- 
eral agent, Kirkmansville, Ky.,. and H. 
C. Riggs, general agent, Morgantown, W. 
Va. 
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ANNOUNCE DEFINITE PROGRAM 


Plans Are Made Public for Celebration 
of Connecticut Insurance 
Day at Hartford 


HARTFORD, CONN., Nov. 4—A 
definite program has been announced for 
Connecticut Insurance Day, Nov. 12, to 
be celebrated at Hartford. The Connec- 
ticut Association of Fire Agents will 
meet in the morning at the Travelers’ 
office, and the Connecticut Life Under- 
writers’ Association will meet at the 
Phoenix Mutual Life office. Visiting 
commissioners and guests will speak at 
the complimentary luncheon at noon. 

rhe following speakers are on the pro- 
gram for the afternoon session: Insur- 
Commissioner Howard P. Dun- 
President Edward S. Doten, of the 
Underwriters’ Association; Presi 
dent Henry C. Seydel, of the Connecti- 
cut Field Club; President Donald G. 
North, of the Connecticut gd Asso- 
ciation; President Louis F. Butler, of 
the Travelers, representing casualty 
companies; President Richard M. 
sell, of the Hartford Fire, representing 
fire insurance companies, and President 
Morgan B. Brainard, of the Aetna Life 
repr senting the life companies 

“Insurance and the Public” will be the 
subject of an address by George B. 
Chandler, former state compensation 
commissioner and secretary of the Con- 
necticut Chamber of Commerce 

Speakers at the banquet, at which 
James L. Case will be the toastmaster, 
will be Mavor Norman C. Stevens, Ern- 
est Palmer, manager of the Chicago 
Board of Underwriters, and Harry F. 

of Chicago, president of the 


Atwood 
Constitution Anniversary Association. 
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ALARMING RATE IN THE 


SHRINKAGE OF ESTATES 

The sum of the federal and various 
State inheritance taxes, together with 
the expense of administration, results 
in a total that in its relation to the net 
estate shows an alarming rate of shrink- 
age. 

In the following report are tabulated 
these results in five hundred estates in 
various parts of the country 

Shrinkage 

Estates Low- High- 

Reported No. est est Average 

Size 
$100,000 to 

$250,000 105 7.6 20.6 11.38 
$250,000 to 

$500,000 132 8.3 44.5 13.31 
$500,000 to 

$1,000,000 146 1 31.1 14.76 
$1,000,000 to 

$5,000,000 .. 95 95 34.7 16.86 
$5,000,000 to 

$10,000,000 12 11.2 0.7 ©0.14 

The amount of the cash assets in any 
estate is comparatively small and the 
ne sity arises for the executor to sell 
ott issets usually at less than their 
apy sed value in order to meet the 
estate's tolls This brings in another 
item of shrinkage which has not been 
included in the tabulation, and which 
through proper provision can be 
entirely eliminated—Trust Companies 
Magazine 


PHILADELPHIA LIFE RALLY 


Northern Ohio Agency Acts as Host to 
President Maloney and Agency 
Manager Hopkins 


The first annual meeting of the north- 


ern Ohio agency of the Philadelphia 
Life was held at Cleveland, Oct. 30 
The home office was represented by 


President Maloney and A. M. Hopkins, 
manager of agencies. 
. Strickland, the 


ister, 


supervisor of 
ior Ohio, acted as toastm: 
th growth of the ( 


the 
since it was started 


company 
and reviewed 
land agency 
years ago. 
President 
to the spirit 
inderwriters’ 
he urged his 
some local associatio 
“Life insurance,” he 
one of the most hum: 
sions of the progress of the 
also offers the best rewards tor a 
minimum of preparation The 
pounding of influence through 
policyholders is enormous.” 


leve- 
three 
Maloney paid a nice tribute 
and purpose ot 
movement, and sta 
agents to afhliate 
n wherever possible 
said, “is not on 
anitarian expres 


the 


ted that 


race, Dut 





Agency Offers Course 


The Moore & Summers general 
agency of the New England Mutual Lite 
at the home office in Boston, Mass.., is | 
giving a course of study on the prin 


7 } - . 
ciples of life insurance and their practical 





applications The course will cover 
eight weeks and is under the direction 
of one of the agency associates, George 
Doggett aduate of Carnegie Tech 
nical ite There is no charge tor 
the course. The agency has extended an 
invitation to all who are intereste 
Many from fire offices | and other 
agencies have enr« slled i rr the course 


Spence Agency Field Club Meets 


\ quota of “1,000 applications by 
Nov. 8” was pledged to Wib 
Spence, manager of the Mutual Lite 
New York at Detroit, by 50 members 
ot the 155,000 — Club at thei an- 
nual meeting, in honor ot his 20th ar 
versary as ML ichigan manager of the 
Mutual Lite 

Manager Spence opened the session 
with an address ot welcome He the 
gave his impressions of the national 
convention lite underwriters 

Mrs Besse Luther m et c 
women’s department of the Sy € 
sanization, also gave her mmpressions 
the Los Angeles convention Ernst 
Muehlie assisted in severa the eg 
phic presentations she made 

Marshall Butters, superintendent 
agents of the Spence agency scussed 
the Huebner speech at the nationa 
vention and then presented to tl ‘ 
bers the new Mutual Lite € el t 
endowment and income p \ 

Swarn-Brosseau-Sanks Agency 

The Swarm-Brosseau-Sanks Agency f 
Decatur Il! has t ppointed § stat 
manager for tt Peoples Lif f Frank 
fort, Ind for lllinois I firm does a 
large general insurance business 
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“Rush This!” 


In the last analysis, eficient home office 


service to agents is mainly a matter of 
speeding up detail work. One of these 


details is getting out the mail. 


A part of the modern « -quipment « f 
WEST COAST LIFE’S Home Ofhce is 
an automatic stamping machine. It 


stamps more envelopes in an hour than 
a pair of human hands could stamp in 
a day 

It’s one of a great many reasons why 


WEST COAST LIFE agents don’t have 
mark their papers, “Rush this!" 


West Coast Lire 


INSURANCE COMPANY 
HOME OF FICE -Sam FRANCISCO 


The only company on the Coast carrying Group Insurance Y a 
NL2 


—— 


to 




















hortening The Selling Process 


UR SYSTEM of obtaining “leads” for our Agents has been cited 
as one of the most successful in operation. 


This service is part of our comprehensive program of Home Office 
cooperation which is of genuine practical value to our men in the field. 
Service to policyholders is also the best kind of service to Agents. 
Our Policyholders Service Department offers, among other things, 
the health service of the Life Extension Institute free of charge. 


For information concerning Agency opportunities, address: 
T. LOUIS HANSEN, Vice-President 


The Guardian Life Insurance Company 


Established 1860 under the Laws of the State of New York 
Home Office: 50 Union Square, New York 








“SAFE AS A GOVERNMENT BOND 


The OHIO STATE LIFE 


LIFE. HEALTH, ACCIDENT ~° MONTHLY INCOME INSURANCE 


| ae LATEST POLICIES AND AGENCY CONTRACT BU'USZ INE 








Openings Obie, Ind. Ky.. Mich. W. Va. Tex. and Okla. Write Columbus 





“The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 


Clarence J. Daly, President 
Denver, Colorado 








w. 








BUSINESS MEN’S ASSURANCE COMPANY 


Ninth in the UV. S. A. 


accident and 
among all the 


any developed an 


In 14 years this Comy 
health business tl placed it in 9th place 


companies of the United States in amount of disability 
claims paid. And it ts now nraking equal progress in the 
development of the Life Insurance Department 


KANSAS CITY, MISSOURI 


T. GRANT, President 











man shvuld 


ext book r thes Ta & Teview wk AD belie a & Wok Wal every life neurance 
Ja & Jackswo's “Easy Lessons L Lnsurance sl ™ ng Quis Book supplement. The 
al t ferwriter loeure Exchange. Chicag 











THE NATIONAL 


UNDERWRITER 


November 6, 1924 


= = —=— 


















D OU LAMAZOO 


Pres ints 
LAN 
ENERAL AGENCY 


(1) Are you a good personal pro- 
ducer ? 
(2) Are you an organizer of men?’ 


(3) Have you accumulated $25,000 
in assets? 
(4) Are you of the best social 
standing ? 


(5) Can you earn $10,000 per year? 
Check up on your record now. See 
if you can land this opportunity at 
Kalamazoo, with one of the dominant 
old line life insurance companies. 

Once you land this position we will go 
the limit to help you. Experts will aid 
in closing business and you will be 
supported by policies having new sell- 
ing features and settlement provi- 
sions not yet issued by any other com- 
low percentage of 


pany, and by a 
rejections. 
You will receive a contract direct with the 


home office, a liberal first year commission, 
a renewal commi a collection fee, an 
office allowance and a business-development 


ssion, 


allowance. 

Show us how you 
K-79, care The National Und 
Ne TE: We also have 
tive, special contract for 
whose experience is limited. 


measure up! Address 
i¢rwriter. 

an unusually attrac- 
good salesmen 

















HOME LIFE INSURANCE CO 
ETHELBERT IDE LOW, P reeicheent 


The 64th Annual Report shows: 
Premiums received during the 


Se ME wieduccsneeseacsel 7,406,258 
Payments to Policyholders 
and their Beneficiaries in 
Death Claims, Endowments, 
DividenGa, G06. cccccccccces 5,571,544 
Increase in Assets........... 2,401,937 





FOR AGENCY APPLY TO 
w. 4. R. BRUEHL & SONS 
General Managers 
Central PL Routers Lig and 
Reoms eon -606 LL Fourth ‘at. Bank 


Build 
CINCINNATI: OHIO 


CLEVELAND. " OHIO 
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MORE THAN 50% 


of the business written by some of our larger 
agencies is e direct result of the Fidelity lead 
service. Our agents interview interested pros- 
pects ple who have written the feed 
Office for information 

Fidelity is a low-net-cost company operat- 
ing in 40 states Full level net premium re 
serve basis Over CYuarter of a Billion in 
force. Faithfully serving insurers since 1876. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 








Capable Policy-Placers 


can always find a satisfactory oppor- 
tunity for work with this Compan 
in good territory—men who can ~ 4 
lect the premiums as well as write 
Why sot make 


a 





the application. 
oguiry now! 


Union Mutual Life Insurance Co. 


PORTLAND, MAINE 
Address: 


ALBERT E. WADE, Supt. of Agencies 














IN THE MISSISSIPPI VALLEY 
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AGENTS’ CLUB IN BIG RALLY 
Quarter Million Men of Aetna’s Indian- 


apolis Enjoyed Annual Round-Up 


Last Week 
INDIANAPOLIS, IND., Nov. 4.— 
The annual meeting of the Quarter 


Million Club of the Indianapolis branch 
of the Aetna Life, of which Paul W. 
Simpson is manager, was held in In- 
dianapolis last week. K. A. Luther, 
agency secretary, and Friend L. Wells, 
assistant superintendent of agencies, 
were present from the home office and 
Edwin H. White of the group insurance 


department at Chicago also attended. 
About 30 agents and their wives at- 
tended the two. days’ sessions. C. M. 


president of the club last year, 
spoke on “Best Methods in Meeting 
Competition.” “How to Increase the 
Number of Applications Written” was 
discussed by A. B. Harris, who ranks 
high in the whole Aetna Life field for 
number of applications secured. There 
were several other talks by sume of the 
leading producers and the afternoon ses- 
sion closed with a talk by K. A. Luther 
on “Our Problems,” in which he gave 
some idea of some of the big things the 
company has in contemplation for help- 
ing its representatives. 


Finney, 


Urged Wives to Aid 


On Tuesday evening, following a ban- 
quet at which Mr. Simpson presided as 
toastmaster, the leading address was 
made by Mr. Wells, assistant superin- 
tendent of agencies. “Only 3 per cent 
of estimated insurable life values in this 
country is at present covered,” Mr. 
Wells declared. It is estimated that the 
insurable value of lives in the United 
States, he said, is two and a half trillion 
dollars with only sixty billions insured, 
which is about one year’s income. Fire 
insurance, he said, runs to about 85 or 
90 per cent of the insurable values. 

Speaking to the wives of the agents 
who were present, Mr. Wells said they 
could do much in helping their husbands 
succeed in selling life insurance. A help- 
ful interest on the part of a wife is like 
the checking up of a daily report on the 


agent. He also said that wives should 
realize that the life insurance salesman’s 
time is his capital and it is poor economy 


spend — around home 
which can be done by per- 
hired at considerably 
if selling 


for him to 
doing work 
who may be 
less than the agent could make 


sons 


life insurance during that time. As to 
relationship of husband and wife to the 
business, he said, “I don’t believe wife 
or husband can obtain success without 
the help of the other.” 
Comments on Husiness Growth 
M. ¢ Thorntor president of the 
Quarter Million Club by virtue of hav- 
' itten the largest amount of insur- 
spoke and made a strong ap 
the best effort on the part of 
eve embe Mr. Simpson then in 
‘ Ir. Luther, making the con 
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col ired t t craye ‘ 6 per 
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TWO NEW HANDBOOKS OUT 


Those Issued by The National Under- 
writer for Wisconsin and the North- 
west Being Delivered 





the Northwest 
being de- 
the three 
North and 


The Wisconsin and 
Handbooks for 1924-25 are 
livered. The latter covers 
states of Minnesota and 
South Dakota. 

Each handbook is a complete refer- 
ence book for the insurance business in 
the states covered. The agents are listed 
by towns with the companies they rep- 
resent. The companies are also listed 
with essential information about them, 
such as addresses, principal officers, cap- 
ital, assets and surplus, with the names 
of field men traveling the states, and 
the name and address of the western 
manager if a western department is 
maintained. Field men are also listed 
alphabetically with their addresses and 
the companies they handle. 

The Underwriters Handbook pub- 
lished by Tue Nationat UNDERWRITER 
have been developed so they give much 
more information than in the old days. 
There is now a digest of insurance laws 
of each state, a directory of both loca! 
and national organizations with their 
officials and addresses, a list showing 
fire company affiliations, whether Union 
or Bureau, a directory of independent 
adjusters, adjusters for the assured and 
insurance attorneys, and an insurance 
men’s hotel list, besides the statistics on 
the business in the state for all kinds of 
companies for several years. 

The new handbooks with their lists of 
agents are eage rly awaited in these lines 
on account of the changes due to separa- 
tion. 

Life and 
panies are given, 


casualty agents and com- 
as well as the fire. 





New York Life Madison Meeting 

Agents for New York Life in southwest- 
ern Wisconsin will gather for a discussion 
of business conditions and life under- 
writing problems at a special meeting 
at Madison, Nov. 7. One of the features 


ot the meeting will be an es by 
Earl M. LaPlant of Sturgeon Bay, Wis., 
for 15 days holder of the world’s rec- 
ord for writing the largest number of 
applications in one month. Mr. LaPlant 
will talk on “How I Wrote 251 Appli- 
cations in One Month.” 


Organizing Seutheen Indiana 


Gaylord Davidson, agency manager of 
the Western Reserve Life of Muncie, 
Ind., devoted considerable portion of 
October to the work among stockhold- 
ers and policyholders in Lake county, 


Ind., covering Hammond, East Chi 
cago, Calumet, Indiana Harbor and 
(sary 

\ very satisfactory line of new busi 


ness was placed and several agency ap- 
pointments made. The company is now 
looking for a capable agency builder for 
Lake county with headquarters at Gary, 


Returns from Western Trip 


Roy A. Hunt, vice president of the 
American Central, has just returned to 
Indianapolis from a trip through Mis- 


souri, Kansas and Iowa. He spoke in 
high praise of the development of the 
company’s business in lowa under Gen- 
eral Agent Miles F. Demming. 
Mutual Trust’s Iowa Meeting 
Gilbert Knudtson, vice-president of 
ag Mutual Trust Life of Chicago, and 
.. Winey, field supervisor, were the 
aciaad speakers at a two day state 
meeting of agents of the Mutual Trust 


Life at Sioux City, Ia. “Salesmanship” 
was Mr. Knudtson’s subject, while Mr. 
Winey talked on “Thoroughness in 


Field Work.” 


Continental Man After Record 
F. W. Felkel, 


Continental Life of St. 


general agent for the 
Louis, Mo., at 


Anderson, S. C., who is taking a shot 
at the world’s record for applications 
in honor of Melson Honor Month had 


applications for the 
and was still going 
business on that 


a record of 161 
month on Oct. 23 
strong. His written 
date totaled $270,000. 

The agency organization of the Con- 
tinental have set a goal of $3,500,000 
for the month as a fitting honor to their 


president. For the first 23 days the 
total was $2,842,931. The Continental 
has designated November as_ group 


month and has set a goal of $3,000,000 
of group business for the last days of 
this year. 


appointed 


George G. Boggs has been 
Mutual 


district manager for the Pacific 
Life at Chandler, Okla. 








Qaly high-type men and women can obteip 
contract to represent this company. 

Open territory in Ohio and Minnesota. 
Interesting General Agent's contract di- 
rect with Compeny backed by real co- 
operation. 





Cumron Matonay Jackson Matonazy 
President Vice-President 


A. Mosa.ay Horxins, Manager of Agencies 


Home Office Building 
111'N. BROAD ST.. PHILADELPHIA, PA 




















ASSETS 






Bonds 
Policy Loans 
Premium Notes 
Cash in Ofhiee and in 

Banks 159,429.4 
Accrued Interest and Kents 46,054.70 
Deferred and Uneollected 

Premiut 0,862.99 
All Other Assets 0 376.84 
‘or « Assets #2.044, 788.48 
Deduct Assets Not Ad 

mitted 61,309.45 
Net Admitted Assets 2.953,4790.13 


E. B. Stephenson 
President Vi 


e Pres 





Annual Statement of 


The Security Mutual Life Insurance Company of Lincoln, Neb. 


At Close of Business December 31,°1923 


>. D. MULLEN 


and Secretary res 


LIABILITIES 
Net Legal Reserve on 


Policies in Force $2,445,235 


Installment Policies 


Death Claims—Proof Not 

Completed 6.065.00 
Premiun Paid i Ad 

vance 1,757.04 
Interest Paid in Advance 5,936.93 
Ac nts Pa ! 3.4 
Reserved for Taxes, Pa 

ible im 1024 23,734.00 
Dividends Assigned 12 1.41 
Surplus to Do holder 365,369.52 
Total Liabilities $2,0858,470.1 


F vene, w. Sioan 
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lent 
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r for IN THE SOUTH AND SOUTHWEST | | 
yary, 
. F X | 
REINSURES CAROLINA MUTUAL RECOMMENDS CHANGES IN LAW Or A mas. 
the we — 
d to Jefferson Standard Life Takes Over Commissioner Scott of Texas Objects Give Life Insurance Record Books. 
Mis- Business of Raleigh Company, Re- to Life Companies Basis of “ 4 Here is a book that is of practical 
© in : P ° . . : oa 
the turning Subscribed Capital Calculating Premiums Lite Susurauce use to your client and as such will 
Gen- — mene be appreciated and used. 
» Jefferson Standard Lile of Greens- AUSTIN, TEX. Nov. 4—In_ his . 
hon “N. C., has reinsured the outstand- annual report from the Texas insurance The Life Insurance Record book 
ing x bus a = ap Carolina Mutual Life aetna ee ope a designed to fill a long-felt need—a 
f Raleigh, which is ceasing operations cott criticised the present rating syster hae ce Pr oY ' ayes 
lace where a man can keep a com- 
t of on account of the physical disability of of life companies and ‘suggested that plac rest led a “ P a CC 
and G. M. Dortch, general manager and _ all life companies take immediate steps plete record ot his insurance. The 
> the organizer. The Jefferson Standard will to work out a new basis of calculation. book provides and keeps a record 
state assume full responsibility for and Mr. Scott said that lite insurance rates of the following : | 
Trust guarantee all rights in the policies issued are too high. Referring to the 14 years 
ship” , by the Carolina Mutual, which amount added to life + gee agers aoe | the past Premium and due dates 
Mr. to $870,000. This action was ratified 5° years, with a resulting mortality N b | 
; in by the policyholders, who owned the  S4Ving ot! from 80 percent to 40 percent, et cost, year by year 
entire company with the exception of Mr. Scott expressed or that the Emergency Cash or Loan Values 
$100,000 capital stock subscribed by a Ss ea - m = mortality 
number of Raleigh citizens. This stock I ld ug t a omy te mn S oo po th ‘ It gives you an opportunity to audit 
was put up in securities instead of Should evolve a new table congenial with Price $1.00 for 1 ; 
, money however, and will be returned ™odern methods and scientific progress : his insurance and get the benefit 
oney, » @ . y" ° on 
rr to the subscribers. The Jefferson Stand- He said that life insurance is almost as .90 in lots of 25 thus obtained. The Record book is 
shot ard will take over the Raleigh organiza- oy a = wae ond flour and 80 in lots of 50 of convenient size—it fits the pigeon 
tions tion, and the officers and staff of the sible a Se ae ate wd ~ ty we Agee el mane 65 in lots of 109 bole of your client’s desk—it will be 
~ . » | § e cost consiste Sale ¢ so ¢ , ’ ~ 
had Carolina eee Sate disbanded. _ protection in constant use and your name will 
any has been in operatiot1 on. . :; hte 
the er esmpeny Sas Oe a. Mr. Scott also suggested that all re- be before him the vear ‘round 
oing for only a few months, having been ’ 
that tablished this year insurance contracts be brought to con- a ; 
esta - yuu form with the practice of stock com- In lots of 25 or more, your name will be printed on fly leaf without extra charge. 
‘ panies. It has been required of the 
— OLD LAW STILL IN FORCE stock companies that they place their re- — eee eee ee ee eee ee ee ee oe oe es 
thei sreeemenes : insurance only in companies licensed in 
the Texas Court Holds Act of Soliciting Texas. He thus recommends that the FE | KAUFMAN eee ae 
ental Insurance Without Certificate Is present law be amended so as to include ” Record Book. I enclose $1.66. If I am not com | 
ss all systems of carriers and require all | , eee he 
ns Px. . “ ° pletely satisfi will return Book and 
roup Criminal Offense reinsurance treaties to be effected only Room 700, Austin Bldg. | my money will be cheerfully refunded. 
gp ee through authorized companies Mr 111 W. J 
s : : : . Jackson Blvd. 
= AUSTIN, TEX., Nov. 4.—The court Scott also suggested that the present | 
of criminal appeals of Texas has dis- system of licensing persons to write Chicago, Ill. Name 
covered that a law enacted in 1874 mak- jnsurance be improved He said that 
nted ing it a criminal offense for any person | the present system is inefficient and in Telephone Wabash 3933 
tual to act as agent of or solicit business for effective and fails to give to the citizens Address 
any insurance company without certifi the protection to which they are entitled q a = : = : irae YS 
cate of authority to so act, has not bese He particularly applied this suggestion 
—- cate ; pat . ‘ : 
amended or repealed and continues on, to lite insurance contracts and said that 
the statute book in full force and effect. | where the policy matures at some future 
Recently the court of criminal appeals time and not at present, the policyholder 
reversed and remanded the case of should be given every possible safeguard 
Emmet A. Jones, convicted in Wichita’ in the placing of the insurance. H Y FE - | t A C 
—— of violating the insurance laws aatieiaae ave ou y er Os ase 
f Texas by soliciting business for the Plan Annual Agency Rally I ‘ti 
Protective Life without having a certifi- The Southland Life of Dall Tex. 3 —i 1) om petition 
cate of authority. Jones had been fined pe pagent  ypood allas, eX. 18 
$150. Last week the court set aside this samen out nna satu is i il “ P ies ot . : 
. . mm agency conventior } 1 . ~ . . 4° - | - te. > 
jadgment on motion of the state, and | 1.11 Jan 17-90 at Mercedes in the lower Of course you have and while it is true that the 
, . » lamer en ‘eld Jan. 17-20 at Mercedes in the lower - “= TATCT? ogage ° : . ‘ 
ordered the judgment of the lower court Rio Grande valley. The production bulk of LIF E INSL RANCE is wr itten without com- 
- In ch inging judgment the higher court gee Ege now i dele = See one | petition, vet there are thousands of policies Ss iid ev ery 
1 a te Weexs the deiegates to this | j “ . : al . hace 
.. oe Poe aa a [2 convention will be announced. The | vear to hard-boiled business men, solely on the basts 
i. opinion of reversal the ac or ay -«-. alates » Tene r ; ao 1 U7 ger Site ie i yIT = a — >} as 
.- 1874, had not been cited to the court. It “ a aay _ = —_ aged t aa = =f of cost. ARE YOU PREPARED TO GET THAT 
. . enuo al c ed Ss. becaus it 3s an . — reef 
held that under this act the judgment teak iene ton a? : atic cng — seas ae BUSINESS? 
“ of the trial court finding Jones guilty ings sad will give th vents an inter- 
of violation of the insurance laws ot ostian in Or be shee _ anna af NS 
. Texas would stand and for that reason (pUNE, (TP. | This the Headquarters. 0! THE COLUMBIA LIFE INSURANCE COM- 
affirmance of the trial court's action was yee 2 ¥ aaa =o 5 i ao 
gation Co., which is jointly owned by |] f a< ‘ -emark: > > : +f - Ss 7 
ordered. The act in question reads ecttent hove ant Yin tee ee il PANY has had remarkable results with its—SPE 
46 - - nt oeav and ice-Fresident ng . ~~ : .77 > a me 
. It shall not be lawful for any person GF the Southland Life. The agents’ || CIAL $5,000 ORDINARY LIFE ( Participating FC on- 
ai to act within this state as agent or other-) |. oe me he fetta tae comenet tI re a : ee Se of 
— oi “ in soliciting applications for insur T-ectings ea ed eld in the y. The | tract. ) Che rates at three ages are: 2d, $18.3 Js. per 
- J —- — Rca othces of the ercedes Company she . >= > . - oo >> ~~ 
-_ ance of any kind whatever, or in any | CCmpany will charter a specal train and | $1,000; 35, $24.09 per $1,000; 45, $34.22 per $1,000 
manner to aid the transaction of the j.; ‘ten sullmans as hotel head uarter as 4 es “~ - . J : ss . : 
° . . se the puliitic S$ as orel yu s ) rospne > > > 2<- 
business of any insurance company in- | for the a . The hotel _headqua at Y . ur : pre spects — w ull be interested in these Tastes. 
corporated in this state or out of it, open to all those who have qualified | \\ H\ NOT GE | YOL kK SHARE OF THIS BL SI- 
without first procuring a certificate Of with $100,000 paid-for business, or if | NESS? 
authority from the insurance depart- | their contracts were signed after July | i ’ 
q ment 1, $50,000. | oo Oe ree ; ae oes 
‘ - ——- DIRECT GENERAL AGENCY CONTRACTS 
Nashville Class Elects Texan Is “Oldest Policyholder” a ae ct aids 
Made ie ; Liserat CoMMIssiONS—ENTERED IN 
The class am lite Snsurance salesman The oldest policy in force in the Mu = y ews 
ship of the Vanderbilt Extension School | qya) Life of New York is that of Wil UHIO INDIANA NENTUCKY 
at Nashville, Tenn., has elected the | jjam Osmond, 91, of Dallas, Tex., who 
following officers: President, R. ¢ took out insurance in 1866 through the Write 
Greene, Equitable of New York; vice New Orleans office. On the Osmond 
president, Mrs. Mav M. Akin, Mutual policy the company lost $3.32 in 1923 0} | MBIA | IF E 
Lite of New York: secretary and treas If he lives five more years. the com 
urer, D. E, € rossway, Interstate Life & pany will have to give him the face of SU R ANC E c OMP ANY 
\ecident Phe Approach the sub the policy, or more than he paid in 
lect under discussion was taken up in : 2 . -TATsPTaray . ) > 
detail by Mr, See, the instructor. This Alamo Life Making Progress CINCINNATI, OHIC 
Cla 1s composed of both experienced at ‘ & : ; 
life insurance salesmen and others who | | The Alamo Life; the new company at S. M. Cross. President 
are preparing themselves to follow this | San Antonio, Tex., which was recently 
Profession Last week the class was licensed, is making excellent progress 
ldressed byw A. S. Caldwell, Tennes- | It was only licensed in August and at 
—— see commissioner of insurance the end of October had $1,100,000 in 
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in “participating” 
decreased or passed. 


policies issued by the 


Premiums once reduced are permanently lower 


War, Flu or other catastrophe can not raise them 
even to their original level as would be the case 
insurance if “dividends” 


were 


Do you know of any non-participating policies 
which provide for sharing in mortality savings and 
excess interest earnings? 
reduced under several forms of policies since 1919 
and this unique feature is now regularly embodied 
in all forms of the low-rate non-participating 


Premiums have been 


FEDERAL UNION LIFE 


Home Office—Cincinnati, Ohio 
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EQUITABLE LIFE OF IOWA 


Now Occupies Its 


NEW 18-STORY 
HOME OFFICE BUILDING 


In Des Moines 


With increased facilities, it is now 
better prepared than ever before 
to render service to its policy- 
holders, agents and friends. 




















W. J. WILLIAMS, President 





Over 142 Million Policies 





Now In Force 


Only four other life insurance com- 
panies in America have more policy 
contracts in force than this com- 
pany. The following figures show 
its remarkable growth in the last 
ten years: 


Jan. 1, 1914 Jan. 1, 1924 
pO ee $ 7,804,230 $ 40,113,271 
Policies in Force..... 503,302 1,552,803 
Insurance in Force... 73,455,636 351,149,583 


Attractive opportunities open to competent agents in Ohio, Indiana, 
Kentucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


CINCINNATI, OHIO 






































INSURANCE COMPANY 


FORT SCOTT KANSAS 


Agency Openings 
in KANSAS and MISSOURI 

















force. The company is carrying out a 
strong advertising campaign locally and 
is reporting greatly increased business 
daily. The officers of the Alamo Life 
are: Graham Dowdell, president; Ken- 
neth Wimer, vice-president; E. W. 
Nothstine, vice-president; Ernest Brown, 
treasurer, and Merlin Oates, secretary. 


Southwestern Life Convention 


Four hundred officers and agents of 
the Southwestern Life of Dallas gath- 
ered in Austin, Tex., last week for the 
2ist annual convention of the company. 
President Tom Vardell presided. Gov- 
ernor Pat M. Neff and Commissioner 
of Insurance John M. Scott were among 
the speakers who addressed the insur- 
ance men. 


New Company for Fort Worth 


Fort Worth, Tex., is to have a new 
life company with capital of $500,000. 
The company has been in process of 
organization for several weeks and is 
being backed by leading bankers, in- 
surance writers and industrial heads of 
the city. The stock is said to be sub- 
scribed. Application for the charter will 
be made immediately, it is understood. 
It is expected the company will be do- 
ing business within the next 30 days. 

Plans of the company in connection 
with the organization, while underway 
for some time, have been kept the closest 
secret. Only the most brief statement 
has been made concerning the organ- 
ization or those connected with it. It 
is understood that J. W. Mitchell, head 
of the Fort Worth fire and casualty 
agency of Mitchell, Gartner & W alton, 


probably the largest in the state, is in- 
terested in the new company. 
Southern States to Expand 
The Southern States Life of Atlanta 
is reported to be contemplating early 
entrance to the states of Kentucky, Lou- 
isiana, Arkansas and Mississippi. Here- 


tofore this company has confined its op- 
erations to the territory adjoining 


Georgia. South and North Carolina may 
also be added to its field of agency op- 
erations. 


Managers’ Club at Houston 


Houston, Tex., now has a Life In- 
surance Managers’ Club. The orga 
ization was perfected at a meeting c: alled 
for that purpose last week. Joseph §, 
Smith, manager for the Aetna in Hous- 
ton, was elected president of the organ- 
ization. The association was formed for 
the purpose of promoting a more friendly 
feeling between the individual managers 
in Houston and to develop closer con- 
tact with various phases of the business 
Dallas, Fort Worth and San Antonio 
are other Texas cities having managers’ 
clubs. 


License New Arkansas Association 


The Security Mutual Life Association 
of Rogers, Ark., has been licensed by 
the state insurance department. It is 


organized by George Lamberson and L. 
H, Hinkle. It will write a cumulative 
policy, furnishing death benefits, acci- 
dental death, total or permanent disabil- 
ity and old age benefits on a monthly 
paying plan. 


Southern Notes 


The Kansas City Life 
admission to Virginia. 

J. N. Willis, Jr., star producer 
mond, Va., for the Sun Life of 
will be married November 22 to 
Caroline Boykin, of Suffolk, Va. 

The Columbian Mutual Life of Mem- 
phis, Tenn., a fraternal, has opened a 
district office at Montgomery, Ala. in 
charge of W. F. Perry of Memphis. 

The eighth annual Fraternal Congress 
of Oklahoma was held last week at Ok- 
lahoma City, with $0 delegates present. 
There are 28 fraternals operating in Ok- 
lahoma, 18 of which are affiliated with 
this organization. 

Dr. Eugene F. Russell, 
ical director of the Mutual 
York, is planning to visit the North Car- 
olina agency headquarters of the com- 
pany at Charlotte some time this month 
for the purpose of reviewing any cases 
that need to be reviewed and to look 
after any other matters requiring his at- 
tention. 


is applying for 


at Rich 
Can: ida, 
Miss 


associate med- 
Life of New 
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COURT HANDS DOWN OPINION 


Holds Beneficiary Need Not Have 
Insurable Interest If Applicant 
Pays the Premium 


A recent decision of the Washington 
state supreme court in the case of Buck- 
ner vs. Ridgely Protective Association 
marks the bounds of insurable interest 
as follows: 

“It is not the rule that one to be com- 
petent as a beneficiary of an insurance 
policy issued on the life of another, must 
in every instance have an insurable in- 
terest in the life of that other. If, 
illustrate, one person of his own voli- 
tion, and at his own cost, takes out an 
insurance policy on the life of another 
payable to himself, he must have an 
insurable interest in that other, else the 
contract is a mere wager and void. But 
a person may himself insure his own 
life for the benefit of any person he sees 
fit, whether the beneficiary named has 
or has not an insurable interest in his 
life.” 


To Broadcast Interesting Series 


The Pacific Mutual Life has launched 
a journey into radioland via_ station 
KHJ at Los Angeles, Cal. The com- 
pany is planning to eh a series of 
stories of the states, the romance of 
the west in song and narrative, begin- 
ning with a program on “California” 
Nov. 5. A full evening’s program of 
music and ae oe interpreting the 
various periods of California history 
and the various phases of the modern 
er? was given. 


Start Drive for Four Million 


which has 
produc- 


campaign 
the paid-for 


In a determined 
for its objective 


new insurance by 
the southern California agency 
Angeles of the Equitable Life 
York has been divided into an 
“army” formation of two divisions, each 
competing against the other for points. 
One of these divisions is under the com- 


tion of $4,000,000 of 
Dec. 24, 
at Los 
of New 


mand of “Major” Sam W. North, while 
the other is under the command ot 
“Major” William L. Rice 


While the goal is $4,000,000 of paid-for 


business to be produced from Nov. 1 to 
Dec. 24, the mark set for forwarded 
rew insurance within the same _ period 
is $5,000,000. Manager George A. Rath- 


of course, serve as commander- 
ably assisted by Arthur P. 
superintendent of the agency. 


bun will, 
in-chief, 
Chipron, 


Opens New San Francisco Building 


The new home of the Pacific Mutual 
Life in San Francisco was formally 
opened to the public Friday. Invitations 
were mailed to all of the company’s 
friends in the metropolitan district of 


San Francisco and thousands attended 
the ceremonies. Among the home office 
officials present were C. I. D. Moore, 


vice-president, and F. J. Steinebrey, su- 
perintendent of agency accounts. The 
company will hereafter hold board meet- 
ings in San Francisco occasionally for 
the convenience of those members who 
reside nearer to San Francisco than Los 
Angeles. 





R. L. Young’s New Post 
Robert L. 


assistant to 
ager of the literary 
tual Life. Mr. Young was born in 
Brooklyn in 1894, and has been con- 
nected with the home office of the Mu- 
tual for the past 16 years. He has taken 
courses in insurance at Columbia and 
New York universities, in addition to 
having considerable field experience. 


Young has been appointed 
Walter Scott Story, man- 
bureau of the Mu- 
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IN THE ACCIDENT AND HEALTH FIELD | 








PROXIMATE CAUSE OF DEATH 


Injury to the Assured Later Developed 
Into Blood Poisoning and 
Resulted Fatally 


In Knowlton vs. Preferred Accident, 
supreme court of lowa, 199 N. W. 1014, 
suit was brought on an accident policy 
which, among other things, provided: 

That the insured’ was 
“against the effect of bodily injury 
caused solely and directly by external, 
violent, and accidental means, * * * 
for loss of life, payment in sixth 
subsequent policy years, $3,750.” 

The policy also provided: 

“Special Indemnities. If septicaemia 
* * * shall, independent of all other 
causes, result in the death of the assured, 
the company will pay the sum of $1,250.” 

The policy was issued in 1903, and re- 
mained in force until the death of the 
insured, on May 15, 1922. Prior to this 
on May 9, 1922, the insured struck his 
thumb with a hammer; blood poison, or 
septicaemia, developed and the insured 
died on the date noted above. 


protected 
* * * 


and 


Contention of the Company 


The company contended it should only 
be held liable for $1,250 and the paid- 
up premium, which amounted to $225 
since it claimed the death of the in 
sured fairly. fell within the special in- 
demnity clause quoted above. 

The beneficiary took the position that 
death was caused by accidental means 
and the company should be held liable 
for the larger amount, namely, $3,750, 
and the paid-up premium 

The lower court on motion of the de- 
fendant company, rendered judgment on 
the pleadings in plaintiff's favor for 
$1,230, and the plaintiff appealed. In 
holding this error and in reversing the 
jvdgment on the ground that the plead- 
ings raised a question of fact, the court, 
in part, said: 

“Manifestly it was error to sustain 
defendant's motion and enter judgment 
* * * for only $1,250. * * * Plain- 
tiff did not move for judgment, and we 
do not pass upon the question as to 
whether plaintiff was entitled to judg- 
ment in the amount of her claim in the 
state of the pleadings 

“However, it is pertinent to say that 
our cases and cases of other jurisdictions 
hold, in substance, that where an as- 
sured suffers an injury which results in 
blood poison, and the blood poison re- 
sults in death, the proximate cause of 
death is the injury, and not the blood 
poison.” 


Cress Agency Expands 


H A Cress, formerly Minneapolis 
manager for the Booth Fisheries, has 
joined his father and brother in the 
Cress Agency, district managers for the 


Time Insurance Company in Taylor and 
Price counties, Wis With the appoint- 
ment of the new member of the firm as 


the Cross agency 
of four addi- 


a Time 
has been 


representative 


placed in charge 


tional northern Wisconsin counties, Bay- 
field, Ashland, Iron and Sawyer. Offices 
are maintained by the agency at Bay- 


field and Phillips 


Old Line Life Appointments 


Several field appointments have re- 
cently been announced by the accident 
and health department of Old Line Life 
of Milwaukee. Pearl W. Hicks and Floyd 
L. Jewell were appointed district super- 
intendents at Battle Creek Mich., in 
charge of several counties Harry C 


Pease, formerly with the life department 
of the company, has been appointed dis 
trict superintendent for accident and 
health at Madison 
Decision in Murder Case 
Exemption of company's liability when 


death is due to murder—Exception in 
cases of burglary and robbery Evi- 
dence admissible—Where an action is 
brought by the beneficiary under an in 


} intendency in the St 


Surance policy which exempts the com- 


pany from liability in cases where the 
subject insured is murdered except 
where such murder is committed in the 


burglary it is 
competent to that numerous mur 
had around the time of the fatality 
been committed in the vicinity, where 
the perpetrator of the crime 

and the deceased was of a quiet disposi- 


course of a robbery or 
show 


ders 


is unkKnOoWwn 


tion and without known enemies Naill 
vs. Order of U. S. Commercial Travelers 
Sup. Ct., Oklahoma Decided Oct. 7 


Aetna Life Appointments 
Dunlop & Meyers, managers for the 
life department of the Aetna Lifé 
Richmond, Va., have also been appointed 
general agents for the accident and lia- 


bility department having the entire 
State of Virginia, but not on any ex- 
clusive basis 


Cameron & Kavel, life department 


managers in Minneapolis have been 
given a general agency to write acci- 
dent and health business for the Aetna 
Life in Minnesota and will have equa 
privileges with the St Pau branch 
office of the Aetna Life. 


Examining Mutual Benefit 


The Mutual Benefit Health & Accident 
of Omaha is now being examined by rep- 
resentatives of the Nebraska, Colorad 
California, South Dakota and Kansas de- 
partments Louisiana withdrew after 


having signified its intention of taking 
part This is merely one of the periodi 
cal checkings up of the company whi 

has had a very substantial growth and 


which is regarded by the Nebraska de- 





partment as one of the best man f 
those that come under its jurisdictior 
The California department s taking 
part because the company has recently 
greatly enlarged its business mn the 
coast section 


New Arkansas Company 


Malvern Ark 
company organized 


has a new insurance 
and incorporated 








last week, the Citizens’ Mutual Life & 
Casualty The company will write the 
“Universal Dollar Policy.” whi 

$1 with the application and a 
assessment of $1, being an accumt 
policy and carrying with it a lin i 
double indemnity and total disability 
clause from accidental causes 


National L. & A. Promotions 
ndent J. C. Lamar of the Na 


Superinte 


tional Life & Accident at St. Louis, wl 

has made an excellent record there f 

the company, has been pr oted t 
Mo ( 


managership at Springfield, 





Stull, formerly manager Springfi 
has been transferred to Gary, Ind 

Stull has served as manager at Sprir 
field since his promotion from a sup 





Louis district mor 
than two yéars ago 

Sharpley of Beaumont is now tn 
charge of a staff there 
He has an excellent record with the 
company as an agent 


as superintendent 


om 
| FORESTELLE GETS PROMOTION | 


Well Known Bankers Life Salesman ms 
Made Sales Manager of the Eastern 
Territory 


| 

William H. Forestelle has been ao | 
pointed sales manager of the Bankers | 
Lite of lowa for the district comprising 
New York, Pennsylvania, Ohio, Indiana, 


New Jersey, Virginia, West Virginia, 
Maryland, District of Columbia and 
North Carolina It is the largest and 


most populous of any of the company’s 
regional territories. Mr. Forestelle has 
been a life insurance salesman being 
agency supervisor for the O. G. Wilson 
agency at Omaha. He is a man of great 
versatility and adaptability. For ten 
years, Mr. Forestelle was leading man 
of the Princess Players at the Princess | 


theatre in Des Moines He left the 
stage to go into life insurance, and 
made a success of his work 


Emil Kiesewetter, aged 79, banker and 
a director of the Columbus Mutual Life 
died a few days ago. 








We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ill., Ia., Kans., Md., Mich. 
Minn., N. M., N. C., Okla., S. D., W. Va. and Wyo. 


Our Agents Have 
A Wider Field— 


An Increased Opportunity 


Because we have 
Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Family's 
insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly premium 
plan. 
Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Disability features for Males 
and Females alike. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 

















THE MUTUAL LIFE 


The Mutual Life Insurance Company o. New York has a 
record of EIGHTY YEARS of prosperous and successful busi- 
ness. It has passed through panics, pestilence and wars un- 
harmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 























Insurance Record, 1923 





New Insurance .. . $ 96,148,025 
Insurance in Force . . 719,421,634 


Increase of $58,623,876 which is 61% 


of the New Business 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 














Northwestern National Life 


Insurance Company 
Minneapolis, Minn. 
EEN ea: Legal Reserve 


A seta ircu iso a @ tne ee be ae $16,666, 178.00 

EERE one as ERO Mey $1,427 ,367.u00 

Insurance in Force............ . $173,309, 166.00 

The COMPANY has $109.37 of assets for each $100 
of liabilities 

Rate of Interest Earned, 1923.......... . .6.20% 

L.'s. abutiewcbeaon haus ce 41.3% 


Liberal direct agency contracts available in Pennsylvania, 
Virginia, Southern Indiana, Southern Ohio, and Kentucky to 
men of ability and record of successful results in personal pro- 
duction and organization. 
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NEWS FROM THE PRUDENTIAL 
Numerous Promotions and Transfers 
Are Announced—Several Veterans 
Honored for Faithful Service 


The Prudential has promoted Guy 
Perry of Glens Falls, N. Y., to assistant 
superintendent. J. L. Wolcott has been 
laced in charge of the new assistancy 
ffice at Clearfield, Pa., detached from 
DuBois, Pa w te Yohe, agent at 
Monongahela, Pa., of the Washington 
Pa., district, has been promoted to as- 
sistant superintendent at Brownsville 
Pa M. J. Walsh was promoted in the 
Pittsburgh No. 1 district J. D. Darr of 
the Pittsburgh No. 1 district was made 
issistant superintendent in the same 


Burns of Hoboken, 
was promoted to assistant super- 
ntendent in the same district 

Thomas S. Cullen of Sioux 
Forney J. Huett of Kansas 
and Jason E. Leslie of Joplin, 
een promoted to assistant 
ents in their respective districts As- 
sistant Superintendent Charles DeRall 
has been transferred from Denver, Colo., 
to Pomona, Cal., where he will be in 
charge of the detached assistancy oper- 
ated from the Pasadena, Cal., district 
Stafford O. Middleton has been promoted 
ant superintendent in the 
Memphis, Tenn., district, where he has 
been an agent 

Ernest D. Connelly of Toronto No. 4 
listrict has been appointed assistant su- 
perintendent of the same district Har- 
rison M. June of the Detroit No. 5 dis- 
trict was recently advanced to the 
position of assistant superintendent of 
the Detroit No. 3 district Agent Cleo W 
Risbridger of Jackson, Mich has been 
idvanced to the of assistant 
superintendent at Lansing Mich de- 
tached from the Battle Creek district 
John R. Woolcock has been promoted to 
assistant superintendent at 
Charles Ballo of the Brooklyn No 
trict Was promoted to an assistancy 
Superintendent William S. Barnes of 
Elmira, N has celebrated his 25th 
inniversary with the company D W 
Wentzel, agent at Harrisburg. Pa 
completed 20 years, and Lawrence C 
Smith, Newark No. 3, 25 years Hendy 
D. Pfeil, agent of Milwaukee No. 2 dis- 
trict, has completed 30 years in the serv- 
of the company Assistant Superin- 
Jacob Kluger of the Long Island 
district has 20 years to his credit 
Jacob Gildiner of Brook- 


iistrict 
nN. J. 


Raymond V 


City, Ia., 
City No. 3 
Mo., have 
superintend- 


to assi 8t 


position 


Jamaica. 


6 dis- 


tent 
City 
as has 


agent 


Two Superintendents Dead 


Superintendent Adolf Chobotsky 
Prudential at New York No. 6 died the 
ther day. He had been with the com- 
since August, 1891, starting in 
agent in the old New York No. 4 
district, 
Superintendent C. R 
ntendent of 


of the 


pany as 


an 


Medsker 
Indianapolis No 
ently He was transferred there in 
july, 1924, from New Albany, Ind. Mr 
Medsker started with the company as 
in agent in Indianapolis No. 1, in 1907 
He formerly superintendent in 
Lexington, Ky 


super- 
died re- 


was 


Celebrate New Orleans Record 


The National Life & Accident of Nash- 
ille, Tenn., now has more than $2 
woo of ordinary life insurance in force in 
two New districts 
achievement cele- 
brated at the St. New 
recently, with President Craig 
President Tyne as honor guests 
New Orleans staffs Presi- 
made the principal address 
occasion of the opportunity to 
Agent H F Boensel of New 
No. 1 with a fifteen-year serv- 
Mr Boensel's services were 
tribute by the president 
Craig in speaking of the 


000,- 


Orleans 
was fittingly 
Charles Hotel in 


great 


rhis 


Cirieans 
nd Vice 

the two 
nt Craig 
He took 
resent 
'rleans 
pin 
iid high 
President 


hievements of the New Orleans staffs 
rmly praised the efforts of Shield 
there who have succeeded in plac 
the bceoks of the company over 
00.000 life insurance since the or 


nization of the department four years 


Manager Thomas of New Orleans 

No. 1 in his talk said that he and his 
5 were after Manager Austin and 
he boys of No. 2 and that they expected 
cive them a real race for their money 


CHANGES IN JOHN HANCOCK 


Number of Promotions Are Announced 
in the Weekly Premium Depart- 
ment of the Company 


McNamara 
superintendent of the John Hancock at 
Rochester, N. Y., has been promoted to 
superintendent at Cleveland No Mr 
McNamara his promotion be 

cause of long years of successful service 


Ww L formerly assistant 


receives 


in the John Hancock weekly premium 
department Mr. O'Rourke retires from 
the superintendency although he will 
continue to represent the company else- 
where in another capacity 

The following have been promoted 
from the rank of agents to assistant su- 
perintendents in the districts of their 


service 
Promotions Made 


Wiacek, Paterson, N. J 

Bromley, Cincinnati 1; Ethron 
T. Young Des Moines Arthur W 
Goulden, Allentown, Pa (Bethlehem 
Det.): Harold L Odom, Indianapolis 
Francis 8S. Deming, Minneapolis: J: 
M. Jule, Brooklyn Drumm 
Philadelphia Joseph ndé« 
Brooklyn 4; Francis A Constantine 
Newark, N J Samuel Rosenzwelg 
Hempstead (Patchogue Det.) 


Many 


Michael J 
Samuel T 


yseph 
Charles 


H « rson 


Promoted and Transferred—Harry J 
Roberts, from agent at Newark to an 
assistancy at Orange N.¢ Harold C 
Callahan, from agent at St. Paul, Minn 


to assistant superintendent at Grand 
Rapids, Mich.; Joseph F. Breslin, from 
agent at Philadelphia 3, to an assistancy 
at Trenton, N. J.; George F. Earl, fron 
agent at New Haven, to an assistant 
superintendent at New London Conn 
(Norwich Det.) 
Others Transferred 


Gilbert P 
London, Conn to 


Transferred 
New 


Assistants 
Underhill, fron 


Taunton; Harry B. Lough, from Allen- 
town, Pa (Easton Det.) to Elizabett 
(New Brunswick, N. J. Det.) 

Other Changes—Roy L. Fiddler, from 
inspector and claim adjuster, to an as- 
sistancy at Chicago 2; Edward Daley 
from agent to inspector and claim ad- 
juster at Chicago 2; Herman E. Haworth 


from training cashier at Pittsburgh 1, to 
cashier at Pittsburgh Anthony Smith 
from agent at Brooklyn 1 to agent 
unattached; Harry Uttal, from 
superintendent, to assistant 
tendent at Albany Joseph F 
from assistant to superintendent to an 
assistancy at Albany 


an 
assistant 
superir 


Dechene 


W. L. MacNamara, formerly assistant 
superintendent for the John Hancock 
Mutual at Rochester, N. Y., has been ap 


pointed superintendent at Cleveland 


Western & Southern Changes 


Claude J. Williams has been appointed 


superintendent of the newly created dis- 
trict at Lancaster, O., by the Western & 
Southern Life of Cincinnati O. Mr 


Willlams started as an agent at Troy, UV 
in 1904 and was promoted to an 
ancy in Springfield, O in 1907, which 
position he has held to the present time 
Harry Elkins, assistant superintendent 
at Athens, O., has been appointed super- 
intendent of that district 
L. Steed, who is being 


assist- 


succeeding C 
transferred as 


superintendent to the Chillicothe 0 
district Mr. Elkins has been with the 
Western & Southern for 20 years and has 
been a leader in production at all times. 
Willian D. Davis, assistant superin 
tendent at Cincinnati has been ap 
pointed superintendent take charge of 
the Piqua, ©., district 
Life Notes 

J. H. Phillips, agent at Scottsville, Va 
for the Mutual Life of New York, was 
killed recently in an automobile accident 

Edward Harnden, aged 65, father of 
Dr. Frank Harnden, medical director of 
the Midland Mutual Life, Columbus, O 
died last week He had been an invalid 
nine years 

Tom J. Moore has been appointed mar 


ager of the agency at North Ph 


itte, Neb 
just opened by the Security Mutual Life 
of Lincoln. He has made an excellent 
record as a salesman in the Grand 
Island agency, under Manager H. P. Bur 
mood 








Wanted—Managers 


Very Attractive Contracts to the Right Men 


A Rare Opportunity 


We are installing agents in 
excellent territory and as we 
find the right men we assist 
them in building up perma- 


OPENINGS IN: 
Indianapolis, Ind. 
Terre Haute, Ind. 
Ft. Wayne, Ind. 
Evansville, Ind. 


Peoria, Ill. nent, profitable business. 
Rockford, IIL 
noe If you are looking for a 


Davenport, Iowa. 


good chance to win it will pay 
you to write or wire us in con- 
fidence. 


The Bankers Reserve Life Co. 


Operating in 39 States 
R. L. ROBISON, President 
W. G. PRESTON, Vice Pres. R. C. WAGNER, Sec'y-Treas. 


OMAHA, NEBRASKA 




















Provident Mutual 


Life Insurance Company of Philadelphia 
Founded 1865 


Pennsylvania 


Over forty per cent of the new business 
of the Provident Mutual is upon the lives 
of old policyholders who not only evi- 
dence their satisfaction by insuring their 
own lives, but by recommending the 
Company to their friends. 


Especially valuable to the agents of the 
Provident Mutual is the active good will 
of those whose Old Age Endowments 
have matured. 
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NEWS OF LOCAL ASSOCIATIONS _ 








HAD BIG MEETING AT DETROIT | 


Huttinger, Tax Expert, and President 
Mooney of Michigan Mutual Ad- 
dressed the Association 


DETROIT, MICH., Nov. 
Huttinger, of the home office of the 
Penn Mutual Life and J. J. Mooney, 
president of the Michigan Mutual Life, 
addressed the regular monthly meeting 
of the Detroit association at the Board 
of Commerce on Monday evening. 

Mr. Huttinger who spoke on “Taxes” 
stated at the outset of his address that 
every life underwriter. should arrive 
a sense of values with respect to taxa- 


5.—E. Paul 


at 


tion with the result that it should be 
used as a method of approach only in 
relation to inheritance and on other 
occasions entirely in the form of auxil- 
iary arguments. He emphasized the 
fact that protection as the dominating 
feature of life insurance should be 


stressed primarily and pointed out the 
evident dangers of advising clients to 
take out life insurance to avoid income 
taxes or other means of taxation be- 
cause of later possibilities liable to 
nullify advice along these lines in spite 
of the apparent liberality in this con- 
nection in future legislation. 

In pointing out sounder 
approach linked up with 
Huttinger stated that any 
has any kind of sizeable estate cannot 
afford to be without life insurance if 
he realizes the depreciation on his es- 
tate after death. He showed that this 
realization can be emphasized by actual 
presentation of probate court records 
better than by estimates no matter how 
carefully prepared. He also pointed out 
that life insurance is the only mechanic- 
ally perfect instrument for creating a 
trust or accomplishing a definite 
pose immediately after death because 
of its maturity with cash payment at 
just the exact psychological moment. 
He cautioned a deliberate approach to 
the question of trusts to determine 
whether the needs of clients in this di- 
rection are flexible or inflexible and it 
possible to eliminate long beneficiary 
clauses of the possible complications in 
satisfied beneficiaries 


methods of 
taxation Mr. 


client who 


order to assure 
beyond any reasonable doubt. Where- 
ever advisable Mr. Huttinger advocated 
the administration of trusts by trust 
companies. 

He made a vigorous plea for more 
consideration of the possibilities of life 
insurance. in creating pron oo «i ‘ais 


hospitals and institutions 
pointing out the absolute certainty 
of policies of this kind contrasted 
with the decided uncertainties testa- 
mentary bequests. 

Mr. Mooney pointed out that in the 


for churches, 
by 
as 


of 


early days of life insurance salesman- 
ship it was necessary to contend orig- 
inally with the doubts and uncertainties 


| desired confidential information, 


|in gold on the cover. 


| closed. 
pur- | 


| fulfillment of the purpose for which the 


with respect to life companies and par- | 


solve ncy as 
wives 
insur- 
be re- 


regarding their 
the serious objections of 
other relatives, until the life 
company finally came to 


ticularly 
well 
and 

ance 


as 


garded on the same plane as the lawyer | 


or the physician, At the present time 
he said that all companies were re- 
garded as good with the result that 
frequent changes were made from one 


company to another which permitted in 
some instances of the use of improper 
methods. He pointed out the beneficial 


influences of women underwriters in 
the business and the constructive work 
of organizations like the Association in 
cleaning up the business. 

x= * * 

Decatur, I11.—Abner Thorp, Jr., editor 
of the Diamond Life Bulletins, was 
speaker Friday night at the monthly 
meeting of the Decatur association. Mr. 


Thorp’s talk was scheduled five months 
ago and has been eagerly anticipated by 
the result that 


the membership with 
there was large audience to hear his 
very educational and inspiring address. 


SALES ANALYSIS A FEATURE 
Roy Ray Roberts of Mutual Benefit 
Gives Interesting Demonstration 
at Los Angeles 


LOS ANGELES, CAL., 
complete analysis and_ sales 
stration under the broad title of 
Creation and Conservation of Estates, 
was given by Roy Ray Roberts of the 
Mutual Benefit Life at last week’s meet- 


Nov. 4.—A 
demon- 
“The 


ing of the Los Angeles Association. In 
the sales-demonstration Mr. Roberts 
was assisted by George W. Ayars, who 
took the part of the prospect. Before 
beginning the demonstration Mr. Rob- 
erts briefly explained the purpose 
of the various charts which are used 


in arousing the interest of the prospect 
and developing it to the point where 
he willing to give the underwriter 
the desired confidential information upon 
which to base a program for the appli- 


is 


cation of life insurance to the various 
needs which this information may dis- 
close. He has an original system and 
the charts, together with his handling 
ot the subject in connection with their 
use, reflected profound study and an- 
alysis. The demonstration was divided 
into two parts, the first being devoted 


to the leading up to and obtaining the 
and the 
second to the presentation to the pros- 
pect of a complete program in detail, 
typed and bound in a leather loose-leai 
binder with the prospect's name stamped 
The data cover 
several pages and the program is clearly 
explained in detail during the second 
interview. The case used by Mr. Rob- 
erts was one which he had recently 
It was an exhibition of really 
salesmanship, and such it 
applauded. 

judge of the supe- 
Angeles, delivered a 
very interesting address on “How a 
Judge in the Court of Domestic Rela- 
tions Views Life Insurance” (which 
reviewed on another page of this issue). 
There was an attendance of 250 mem- 
bers and guests. This was the first 
gathering of the association under the 
administration of the new _ president, 
Claude H. Hamilton. 

x * * 

Louisiana.—Edward Dinkelspiel was 
the principal speaker at the meeting of 
Louisiana association at New Orleans 
Friday. Mr. Dinkelspiel reviewed Lou- 
isiana insurance laws and commented 
particularly on the law of 1914 which 
absolutely exempted the proceeds of a 
life insurance policy from seizure for 
debts. The law, he said, guarantees the 


scientific as 
was enthusiastically 


Harry A. Hollzer, 


rior court of Los 


1s 


the protection of 
dependent’ benefi- 


taken out, 
or other 


policy was 
the widow 
ciaries. 

J. M. Goldsmith, 
dential, was chairman 
and made a talk on 
short talk was also 
Frank 8S. Whitten. 

* * * 

New York City.—The New 
ciation will hold its November 
next Thursday. The two speakers for 
this occasion will be Louis A. Cerf, Jr., 
uptown manager for the Mutual Benefit 
Life in the L. A. Cerf agency, who will 
speak on the general subject of the pro- 
gram for a small policyholder, and Ray- 
mond D. Murphy, vice-president and as- 
sociate actuary of the Equitable Life. 

* * * 

Toronto, Ont.—The Life Underwriters 
Association of Toronto held its regular 
monthly meeting last Thursday, the time 
being taken up entirely with association 
business. The feature of the meeting of 
most importance and which aroused con- 
siderable interest and discussion was a 
motion to amend the by-laws, notice of 
which had previously been given. The 
change, proposed by W. D. Kerr, read 
as follows: “Annual fees shall be $15 
for provincial, city and district mana- 
gers and superintendents of agencies, 
and $8 for all other members. Fees 


manager of the Pru- 
of the meeting 
salesmanship. A 
made by President 


York asso- 
meeting 





shall be payable on Jan. 1. Fees for 
new members shall be payable at time 
of application and shall be subject to 
any special rebate which may be allowed 
on account of an applicant being ad- 
mitted to membership after July 1.” In 
presenting the motion, Mr. Kerr empha- 
sized the necessity for the association to 
enlarge its scope and to realize more its 
obligations in the field of education of 
the field man. S. C. Vinen, the presi- 
dent, outlined the existing financial diffi- 
culties of the organization and the 
handicap which lack of funds placed 
on the executive committee who were 
thereby unable to make the association 
meetings and other activities as inter- 
esting or as valuable as they should be. 
He also emphasized the necessity of pro- 
viding for either a paid secretary.or 
adequate stenographic services, as the 
size of the association made it virtually 
impossible for a member to perform the 
duties of secretary. After considerable 
discussion the motion was eventually 
earried unanimously. 
x * * 
Lincoln, Neb.—Prof. J. 
member of the University of Nebraska 
faculty, who teaches several branches 
of insurance as a part of the department 
of business education, is to be the 
speaker at the November meeting of the 
Lincoln association on Nov. 8, postponed 
a week so as not to conflict with the 
Missouri-Nebraska football contest. Dr. 
Robb is an old insurance man, and an 
honorary member of the Missouri Un- 
derwriters’ association. He is expected 
to discuss the character of instruction 
given in insurance at the state univer- 
sity and tell of the results. 


*x* * * 
California —T he 
association held its 
Nov. 3. C. W. 
Wells Fargo Bank 
was the prin- 


Bruce Robb, a 


Northern 
regular 
Banta, 


Northern 
California 
monthly meeting 
vice-president of the 
and Union Trust Company 
cipal speaker, having as his subject 
“Why I bought insurance from some 
salesmen and turned the others down.” 

H. A. Binder, San Francisco general 
agent of the Massachusetts Mutual Life, 
gave a demonstration of selling income 
insurance. Following this the members 
were invited to participate in discus- 
sions from the floor and prizes were 
given for the most constructive criti- 
cisms of Mr. Binder’s methods. Roy 
Corhan, former big leaguer, who is 
now selling life insurance for the San 
Francisco office of the Mutual Life of 
New York, was in charge of the pro- 
gram. There were five new members 
admitted to the association. 

* * * 
0.—Henry K. Beckwith, agency 
for the northeastern 


Toledo, 
superintendent 


Ohio office of the Provident Mutual, and 
David A. Fleming, also from the Cleve- 
land agency, will address the first fall 
meeting of the Toledo Association, 
Nov. 7. Mr. Beckwith’s subject will be 
“Joint Trust Company and Life Insur- 
ance Service,” and will present the plan 
by which the Allen agency in Cleveland 
has doubled its production within the 
last three months. Trust officers from 
various local banks have been invited. 


——__ —_—_ 


REFLECTIONS FROM RECENT 
ADVERTISING CONFERENCE 


(CONTINUED FROM PAGE 1) 


Chauncey S. S. Miller, manager of the 
publicity department of the North Brit- 
& Mercantile group, interested 
everyone when he said that a study of 
the annual statement expense figures of 
the fire, life and casualty companies has 
established the fact that the companies 
spending the most for advertising are at 
the same time the fastest growing com- 
panies and have the most favorable loss 


ish 


ratio. Mr. Miller emphasized this 
thought very strongly. 
x * * 

Again and again the fire insurance 


publicity men, who were at the meeting 
in Pittsburgh, expressed the hope that 
sooner or later the National Board of 
Fire Underwriters may take up some 
kind of an institutional advertising cam- 
paign. 

Edward A. Woods, manager of the 
Equitable Life of New York in Pitts- 
burgh, pointed out what such a cam- 
paign might do for the life companies. 
The publicity men present from the fire 
companies saw that an intelligent and 
carefully worked out campaign adver- 
tising the fire insurance business in the 
leading magazines of the country could 
promote the whole cause of fire insur- 





ance enormously. The idea was repeat- 
edly discussed during the meeting. 
* * * 


Leon A. Soper, manager of the sales 
promotion department of the Phoenix 
Mutual Life, made an interesting ob- 
servation. He said that the new life 
agent usually has to see about 40 people 
before making a sale. This can be cut 
to 28 through the use of selling aids such 
as the Phoenix Mutual has been provid- 
ing its agents. That is, the advertising 
help which the company gives makes it 
just that much easier for the new man 
to get in and to make a sale. 

*s 8 


As many of the companies get further 
and further into the question and distri- 
bution of advertising literature, novel- 
ties and specialties, they see the import- 
ance of getting the agent to share some 
or the expense of this sort of thing. 
Some companies, for example, will not 
furnish advertising material to a fire 
and casualty agent who does not pro- 
duce as much as $1,000 in premiums. 
Others insist that a certain percentage 
of increase in business be made before 
advertising assistance be rendered by 
the company. Many stated that adver- 
tising aids given to the agent who does 
not ask for them are often wasted. Ti 
an agent can be interested in earning 
advertising help he is much more likely 
to use it wisely and to direct advantage 


to himself. 
x * * 


Most of those at Pittsburgh were from 
the east and from the larger companies. 
There were of course some exceptions 
to this, but generally speaking the med- 
ium sized companies have not estab- 
lished publicity departments, and only 
a comparatively small number of com- 
panies in the west have taken up pub- 
licity work in a serious way. 

ae 2 

The fire insurance men were interested 
in the statement of John Howie Wright 
to the effect that he has carried fire in- 
surance in fairly large amounts for the 
past 15 years and during all that time 
has never had so much as one letter 
from any company in which he has been 
insured. Mr. Wright, who is the editor 
of “Postage,” a direct by mail magazine, 
characterized this as a glaring defect 
of the fire insurance business. He said 
that there is no good reason why a fire 
insurance company cannot write some 
kind of a letter to its policyholders from 
time to time. He pointed out that fire 
insurance is purchased not from com- 
panies but from agents. Few, if any fire 
companies have created a public demand 
for their policy, and yet, Mr. Wright 
argued, such a demand could easily be 
created by a judicious use of letters 
from time to time. 


CLEGG TO CHECK SPEAKING 


Makes Statement to the Field Men That 
His Strength Will Not Permit 
Overtaxing 


PHILADELPHIA, PA., Nov. 5.— 
President Clegg, of the National Asso- 
ciation of Life Underwriters, gives the 
following message to the field: 

“I have been receiving a great many 
invitations to speak at meetings of local 
associations and sales congresses, but it 
is physically impossible for me to attend 
in a great many cases. My experience 
with the local associations convinced me 
that the membership is composed of a 
mighty fine class of men and women, 
and I sincerely regret that I cannot 
come into personal touch with all of 
them. But my strength does not permit 
me to address more than a very few of 
the meetings.” 

President Clege’s speaking engage- 
ment with the New York association 
has been changed to Dec. 9, at which 
time H. P. Gravengaard of the Aetna 
Life also will make an address. On 
Dec. 11 and 12 he will attend the meet- 
ing of the Association of Life Insurance 
Presidents, which he will address, in 
New York. 
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f d (: ] A f h M | Railroad officials, clerks, ete any more than the busy doctor does 
art or enera gent Oo t S utua Express company officials, clerks, etc but once show them how income in- 
Government officials, clerks, etc. (state | surance is designed to accomplish simply 


Benefit Gives Suggestions in Regard to and federal.) is ; a. and safely what they are striving for 


Fire insurance officials, clerks etc every day of their lives, and make it 





Department store senior clerks individual with a written proposition, 


Prospects That Are Now Prosperous People With Regular Income and you are in a strong position to do 


Are Excellent Prospects a worth-while service and reap a com 
mensurate reward. 


H. GRISWOLD, general agent | However, I found many other lines nor- 
W of the Mutual Bertefit Life at mally active and quite a few others en- Druggists Druggists are making Florists make big profits 
* Hartford, Conn., has sent out joying real prosperity. fmoney. They handle an amazing vari- 
evga - cic Cresweght ~ 62 - | Candy Merchants Are 

a sales letter giving some advice in My conclusion is briefly this ety. of luxuries and necessities and their ; -. 
prospecting and selling. It is along (1) Cultivate prospects in slow | “loading” for profit is tremendous. Pros in Good Condition 
practical lines, furnishing suggestions lines for future business. perous druggists ought to be able to Candy Merchants: Candy consumed 
as to where prospects can be found at (2) Concentrate now on lines where | afford good sized income policies. in the United States exceeds several bil- 
present, occupations that are prosper- business is good for immediate results Doctors: There is a scarcity of good } lion dollars in value every year. Thou- 
ous and affording a birdseye view of By following this plan you will not | doctors. They are all busy and making | sands of people are making an excellent 
business which opens the way to life in- only write a satisfactory volume of | bigger fees than they ever made in their | living out of this business. Solicit some 
surance solicitation. Mr. Griswold says: | business on people who have money | lives. Successful doctors have the | of them and get your share of the busi 

I have visited every city or town of | now, but you will be cultivating a rich | money to buy good sized policies, but | ness they are taking 
consequence in Connecticut several | harvest for the future in lines where | they are solicited so much by the or- The fact that there are a goodly num 


times in the past three months, more | money is temporarily tight. You can | dinary run of agents who just try to | ber of Italians and Greeks in the candy 
especially in the last week or ten days. | safely adopt this procedure. Its strategy | sell them a policy that they are “gun | business does not detract from its value 














I have interviewed bankers, merchants | is unassailable. shy.” Find out enough about your doc- | as a good source of life insurance pros- 
and professional men in their own Salaried People: There are thousands | tor prospect to make him up a personal | pects As a rule, these persons of 
places of business. I have personally | of salaried people in Connecticut whose | illustration of what income insurance | foreign birth are vigorous and_ thrifty 
shopped all over the state in all man- incomes are unaffected by business con- | can do for him Then show him how | and make good policyholders 
ner of lines in order to get a true pic- , ditions. such a program will absolutely free his Gasoline Filling Stations This has 
ture of just what we are up against in Seek them out and sell them. Here | mind from family financial worries for | grown into a very profitable business. 
our efforts to close 1924 with a produc- | are a few sources of such prospects: the future, releasing him entirely for | Solicit the proprietors and assistants. 
tion that will be a distinct credit to Bank officials, clerks and stenogra- | the full enjoyment of his profession Dealers in Radio Supplies 
you, to this agency and to the company. | phers. and you make an appeal that means Are Making M 

Frankly, I am optimistic. To be sure Gas and electric company officials, | something and gets results ce EGEmEg omy 
I found business dull in a number of clerks and stenographers. Dentists High grade dentists are Radio Supplies: Radio is the greatest 
lines. One or two industries, such as Water company officials, clerks and | coining money. They don’t fall for the | invention of the age. It is America’s 
rubber and textiles, are absolutely flat. | stenographers. ordinary talk about “buying a policy” | most rapidly growing industry. Reput 

———=— 





The Man We Want 


Did you ever notice the fellow who gets out and really hustles? 
Watch him the next time you see him. He smiles when the going 
is rough, and he takes the hard knocks as he finds them, but he 
certainly is there at the finish. 


All he asks is a square deal, a little encouragement, and he'll pro- 
duce business that counts. Give him a company like the Peoples 
Life, with its friendly aid and interest; then watch his record. It 
will be worth watching. 


tj egel roel ’ 











Chicago, Illinois 


A. E. Sullivan 
H a ty Kindly address Dr. Shepherd with ea 
505 Lombard Building reference to available territory Room 304 Peoples Life Building, Chicago 


Indianapolis, Indiana 
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The Columbian National Life 


Insurance Company 
ARTHUR E. CHILDS, President | BOSTON, MASSACHUSETTS 
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Columbian National Agents are in a position 
to offer the best forms of 


LIFE, ACCIDENT and 
HEALTH INSURANCE 


Policies backed by one of the strongest com- 
panies in the country, having ample capital, 
surplus and highest standard of reserves. 








Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 
WINTHROP M. CRANE, Jr., President 


This Company has always pursued those policies in the conduct of its business that 
have given it a high reputation for stability and fair dealing. 

Has always rendered the highest grade of service to its policyholders. 

Has always extended reasonable assistance and encouragement to its representa- 
tives to develop and hold their business. 

Its policy contracts give to each individual insurer full protection, safe-guarding, 
at the same time, the interest of all policyholders. 

JOHN BARKER, Vice-President FREDERICK H. RHODES, Vice-President 




















AMERICAN LIFE 
REINSURANCE CO. 


OFFICES 


DALLAS, Home Office Building 
CHICAGO, 29 S. La Salle St. 











Prompt Service From Both Offices 
Maximum Security to Treaty Holders 








FRED D. STRUDELL 
Vice-President 

Cc. W. SIMPSON BERT H. ZAHNER 
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Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 


WE USE 
Standard Ordinary and Industrial Policies 
J. C. MAGINNIS, President J. N. WARFIELD, Jr., Secretary-Treasurer 
J. BARRY MAHOOL, Vice-President Dr. J. H. IGLEHART, Medical Director 








able radio supply houses, both whole- 
sale and retail, are making money. More- 
over, they are usually run by young men 
whe have the courage and vision to 
tackle a new venture. These are the 
kind of people that make the world go 
round. Solicit them. 


Ice Cream: Ice cream has grown in 
public favor from a luxury to a 
food. There is a large amount of cap- 


ital invested in its manufacture. Ice 
cream producers are making money. So- 
licit them. Some of the larger concerns 
need business insurance. 

Laundries: Steam laundries of the 
higher grade are doing an increasing 
business. Here is a chance for personal 
and business insurance on the principals. 

Builders: The building industry is 
good. Builders are pioneers. They 
often take big chances. Life insurance 
not only could furnish them bank credit 
for their operations, but would recoup 
their estates should they die at a time 
when certain ventures are in a precarious 
condition. 


Contractors are making money at 
present. 
Carpenters, both proprietors and 


workmen, are in constant demand at 
high wages. 
Painters and decorators are busy. So- 


licit the proprietors. 


Plumbers are making the biggest 
wages of any of the trades. Solicit 
them. 


Electricians on ordinary house work 
are busy and good prospects. 

Contractors for builders’ supplies are 
doing splendidly. Here is a good source 
of business for you. Their clerks are 
likewise in receipt of steady incomes. 

Lumber dealers are prosperous. 

Lunch Room Proprietors: The high 
grade cafeteria has become an American 
institution. Many of their proprietors 
are making good money. Where a 
particular place is one of a chain, see 
the manager and clerks. 

Masons are busv at top notch wages. 

Motion picture theatre proprietors are 
usually in receipt of good incomes. 

Specialty Shons: Hartford is full of 
women’s specialty shops, where hats, 
gowns, sweaters, silk wear, baby’s wear 
and other specialties are Sold. This is 
true elsewhere and many of these places 
do a thriving business. Their proprie- 
tors and clerks make good prospects. 

Garagemen: Garage proprietors and 
high grade mechanics are excellent pros- 
pects. In some cases where firms or 
partnerships are involved, business in- 
surance makes a distinct appeal. 


Agents Should Learn 
About Their Prospects 


Wholesale and retail dealers in auto- 


mobile accessories are good prospects 
now, 
These lines of business, and others 


that will doubtless occur to you are the 
source of an excellent life insurance 
business here and now, but, the best 
results cannot be obtained unless you, 
as agents, learn something about your 
client in advance of your call, and then 
make your canvass personal, showing 
what life insurance is and what it will 
do for the man who buys it wisely and 
holds on to it. 

If you are not satisfied with the re- 
sults of your efforts recently, why not 
try this specific plan: 

Run over your prospect list and pick 
out twenty people you know have 
money. Find out a little something 
about them and then make them a defi- 
Work 


nite life insurance proposal. 

right through the whole twenty. If you 
get no direct results, inquire adroitly 
about their brothers, brothers-in-law, 


sons, sons-in-law, etc. In other words, 
work that twenty for its full possibili- 
ties and then pick a second batch of 
twenty and work it the same way. This 
is a sure way to get business and new 
prospects if you stick and see it through. 

Ancther good plan for writing busi- 
ness right now is to take the new divi- 
dend book and call on every old pol- 
icvholder (except those at the high at- 
tained ages) and tell them the news 
about our increased dividends. 

Select a list of old policyholders you 
want to cultivate or rewrite. Tell them 





what the company has done for them 
voluntarily and then swing into income 
insurance, 

If the fathers are uninsurable, see the 
sons or relatives. Make the most of 
this new announcement. Make it get 
you desirable contacts. 


Church Loans Are Not 
Favored by Companies 


HERE have been a large number of 

instances where necessary funds for 
the development of churches and other 
institutions of similar character have 
been secured from life insurance com- 
panies. In this field, the insurance com- 
panies would be only too glad to assist 
to an even greater degree than at present 
since both parties are trying to build for 
the mental and moral betterment of the 
country. Such loans are ordinarily, 
based on the property of the church and 
are paid off by 10 or 20 year endowment 
policies on the lives of leading members 
of the parish, the premiums being raised 
by contribution. 

This plan is an excellent one from 
many points of view, but to the con- 
scientious director of the funds of the 
insurance company, it offers one element 
of weakness that is difficult to overlook 
when the mutual interests of the policy- 
holders are considered. This point is, 
of course, that most institutions have 
comparatively small resale value. While 
the congregation is held intact, there is 
little risk to those who advance funds 
sut if for any reason the insurance com 
pany is forced to take possession of a 
church or other similar structure, it has 
a frozen asset on its hands that may 
mean a dead loss of interest for vears 
In fact, it is quite possible that ther: 
will be a loss of capital. If it is impos 
sible to sell the institution as such, and 
it the land is disposed of, it may very 
readily happen that the company will be 
put to a very heavy expense to remove 
the buildings on it. It is rare that the 
security which the land alone offers wil! 
cover the amounts of money which the 
institution will require for its purposes 

With these facts in mind, it will 





readily appear that this type of loan, 
while eminently altruistic, is not par- 
ticularly attractive to insurance com 


It is quite within reason to be 
lieve that any company with much of 
this type of loan on its books would 
soon be called upon by the commissior 
ers of the various state insurance de 
partments to explain the situation 


LIFE POLICY OF VALUE 
IN DOMESTIC RELATIONS 


(CONTINUED FROM PAGE 3) 


panies. 


better kind. The carrying of a life in 
surance policy gives any individual a 
lesson in systematic thrift. It is a fact 
that no other method of systematic sav 
ing has been as consistently followed 
over a long period of years by large 
numbers of individuals as in the case 
of life insurance policyholders, and that 
many people improve their business 
methods and other rules of living and 
conduct through the lessons that are 
taught by the possession of a life in 
surance contract calling for prompt and 
regular premium payments. 

“One difficulty in life for most peopl 
is to follow a systematic method of sav 
ing and life insurance has undoubtedly) 
helped many people to acquire this habit 

“The underwriter has been a factor 
in the alleviation of distress to human 
ity. He is at once a business man and 
a humanitarian In the acts 
have been notable for their usefulness t« 
mankind. Now there appears a mission 
that is worthy of his undertaking. Each 
one of you can do as much as the medi 
ator on the bench. Every man here 
can be a factor in the fight against the 
promiscuous divorce. Train your pros 
pects to insure as soon as they marry 
Not only will you be lightening the wor! 
of the divorce courts, but you will stabil 
ize the happiness and the welfare of the 
home.” 
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Chicago National Life 
Insurance Co. 


202 South State Street, Chicago 


The romance of OPPORTUNITY in 
any city, perhaps, has seldom, if ever, dem- 
onstrated a more striking example of what 
can be done than is shown by the records 
of the CHICAGO NATIONAL LIFE IN- 
SURANCE COMPANY. Many men in 
the business and out of it have remarked, 
“It’s surprising!” 


Over 13,000,000 in force—paid for busi- 
ness—close of 24 months—actual opera- 
tions. 


Think of the advantage of a connection 
with a fast growing company like this. 


A. E. JOHNSON 


Agency Manager 
Phone Wabash 4583 

















Builders 


Our principal strong point is 
the will to give a service which 
will be appreciated by our own 
staff and respected by others. 


Operating in the great State of 
Texas, the Home Office is able 
to render a type of personal 
service to Agents that is un- 
beatable. Writing all modern 
policy forms, the Company of- 
fers choice territory to Agents 
of ability. 


“Conscientious Co - operation 
given Ambitious men, with or 
without previous experience.” 





HOME OFFICE 
F. & M. BANK BUILDING 


Southern Union Life 


FORT WORTH, TEXAS 
J. L. Mistrot 























































Southland Life 


ait 
¢ _ Insurance Co. 


a 


+ DALLAS, TEXAS 
HARRY L. SEAY, President 


€. 
Insurance in force 


$83,000,000 


Admitted Assets 


$9,000,000 
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Advantageous agency contracts open to 
men of ability and integrity in 
INDIANA 
TENNESSEE 
MINNESOTA 
Our standards are high, our require- 
ments strict, but we can offer remunerative 


and pleasant agency connections to the right 
men. 


CLARENCE E. LINZ 
Vice-Pres. and Treas. Agency Manager 














“= Why Young Men Should 


iG Become Life Insurance Agents , 
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ay Seven Reasons for Life Insurance Career 

- 

te Lire INSURANCE is founded on the 

~ highest ideals. 

Sy It is capable of yielding a good income and 

oy, the satisfaction of accomplishment. So 
be It offers opportunities for real leadership. €i 
ay It brings the insurance producer in close \) 
be association with big business and big busi- Sa 
KR) néss men. .. 
Nk It requires education in business methods, iy 
tea law and finance. Sa 
i It is a field for workers, not shirkers. +3 
a It is an alluring and practical calling for 

hey men of dynamic energy. 
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%N LIFE INSURANCE COMPANY 

8 OF BOSTON. MASSACHUSETTS 

ss Over Sixty gout S Sastone, : bene Fea Twe Billion 
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PEORIA LIFE 
INSURANCE COMPANY 


offers to its agents 
, 
, & program of constant 
W. D. Lumpp ° 
Peoria Life manager in St. all~year~round service ae the 
Louis, with offices at 425 . . e tion 
Chemical Bide practical kind of service that PE 
makes them successful (ae 


and prosperous. ~ 
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Agency Contests Build 
November Business 


One of the chief objects of Peoria Life Service to Agents is to encourage 
in Peoria Life agents a fresh and healthy interest in the pursuit of their 


~“ 


| HTT 


HTT 


business. This is not attempted by artificial stimulants nor fixed-up devices, 


- 


but by plans that have a genuine appeal to the serious ambitions and desires 








of every worth-while agent. 


For instance, last month was Manager’s Month. The loyalty and regard 








of Peoria Life agents for their state and district managers was the basis 





of that month’s activity. Likewise next month will be Policyholders’ Month, 
with special emphasis on serving the needs of policyholders, an aim which 
the Peoria Life has always in mind. 





In Noveinber, we capitalize the enthusiastic loyalty which Peoria Life 
agents feel for their own agencies. The spirit of contest is in the air these 
autumn days. So this month, our agencies are paired off for a series of 
spirited contests—contests that build agency traditions and stimulate agents’ 
production to a degree that is clearly reflected in the volume of their business. 
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PEORIA LIFE INSURANCE COMPANY—PEORIA, ILLINOIS 
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